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® The Easy Way 

® The Low Inventory Way 
® The Low Cost Way 

® The Packaged Way 

® The High Profit Way 





That's right...here is an 
easy, low cost way to get into 
the highly profitable Nylon 
Cord business. This rack is 
only 24 inches high and takes 
up less than 1 square foot of 
floor or counter space. Cord 
is one reel each of 1/8", 
3/16", 1/4” and 5/16”. Rack 
is FREE with order for 4 or 
more spools. 


Ask your jobber about it... 
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John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 





> 
@ 


ASE I es 


Ae ene ae ee 








MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + NOVEMBER 20, 1958 


Are you losing money on volume? 


Never lose sight of this: The more mowers 
you sell at bare cost, the more money you're 
losing. 


Sure, that’s a simple truth that every- 
body says he realizes. But how many hon- 
est dealers are sucked into the fallacy that 
volume will make up for slim profits? 


It just can never be. A hundred mowers 
multiplied by no profit is still no profit. 
Worse yet, it’s a hundred times you've 
spent your valuable time and used store 
space on a low- or no-profit volume item. 


What happens? You eventually find 
you've bought a tiger, and you can’t let go 
of his tail. So, to keep your head above 
water, you cut your selling time and effort 
on these “volume” mowers to the bone. 
And you pull all the supports out from 
under the sale by denying service once the 
mower is sold. Cash-and-carry; no com- 
plaints, please. 


So now you're caught in “discount” prac- 
tices. Almost nobody is happy. You’re not; 
your customer certainly isn’t. But I'll bet 
that mower manufacturer doesn’t give 
two pins. 


That, in brief, is the tragedy of selling 
a leading item on price alone. For volume, 
you toss away the good reputation you may 
have worked years to build. For volume, 
you accept a profit margin that wouldn’t 
nourish a flea. For volume, you turn your 
whole business upside down, multiplying 
your troubles but not your bank balance. 


How much better off you are when you 
realize you deserve a fair profit! For then 
you realize that price alone can’t sell a 
power mower against the real advantages 
of the quality line. And think about this: 
Even though they may deny this to your 
face, your customers want you to make 
your rightful profit. 


After all, nobody comes to you with his 
last dollar earmarked to buy a power 
mower. If he can afford a new mower at 
all, he’s ready to hear the true quality and 
service story you can tell about LAWN-BOY. 


Since this is so, why should you get 
snarled in “low-profit, high-volume” lines 
that can only lead to trouble? If you make 
sure you get your honest profit from the 
line you choose, you’ll never be sorry. And 
finally—with that quality line you can ac- 
tually get the highest volume in the end. 
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Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of dehasan and Evinrewde Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 
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é Selling Season 
>i2 months a year...every years 


Customers use files all year ‘round, buy files all year ‘round. Display the 
types they want in the brands they want—Nicholson or Black Diamond! 
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Autumn — brings sales for these Winter — and time for these 


1. Rotary Mower File — Fine for end-of-the-season touch-ups and 
blade repair. Comes in durable plastic case. Hang-up hole in file 
and case makes for winter safekeeping. 


1. Handy File — Two files in one. Single Cut on one side; Double 
Cut on the other. The one-man band of files. Convenient hang- 
up hole helps you sell extra numbers. 

2. Taper Files — The right file for sharpening 60° angle-tooth saws. 
A timely feature for home craftsmen looking ahead to winter projects 
using sows. 


2. Rasps—For home craftsmen and hobbyists who work with 
wood. Stock the full range to satisfy all your customers. 


3. X. F. (EXtra Fine) Swiss Pattern Files. Increase creative skill 
and satisfaction of model builders and others with precision 
hobbies. Increase your profits, too. 


3. Mill File — Basic file in all workshops. For sharpening crosscut 
and mill sows, hundreds of smooth-finish filing jobs. 


4. Round Smooth Double Cut Chain Saw File — The file profes- 
sionals use for profitable chain saw performance. 
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Packaged for quick, easy sales...and profits 


RUST-RESISTANT A ALUMINUM | FINISH 


rfc fe darious for display 





Priced for Profit. too! 


Acco Redi-Cut chain...an ex- 
citing new product with excit- 
ing new profit potential. Here’s 
the profit you will make ona 
typical stocking order: 


2 boxes > %6” x 10’ 

1 box « %6" x 15’ 

2 boxes * %6" x 20’ 

1 box - 4%” x 10’ 

1 box « 4%” x 15’ 

1 box + %4” x 20’ 

1 box « He” x 10’ 

1 box « He” x 15’ 
DEALER COST $39.85 
SUGGESTED RESALE .$59.80 
YOUR PROFIT $19.95 | email 


ACCO REDI-CUT 
PROOF COIL CHAIN 


ALUMINUM FINISH 
> 


ACCO REDI-CUT 
PROOF COIL CHAIN 
ALUMINUM FINISH 


PROOF COIL CHAIN 


ACCO REDI-CUT 
PROOF COIL CHAIN 


ALUMINUM FINISH 
* 


ACCO REDI-CUT 
PROOF COIL CHAIN 


Redi-Cut comes in 4 lengths and 4 sizes.... 
You don’t handle this chain—just the package 


Acco Redi-Cut proof coil chain with rust-resistant 
aluminum finish is a new product development 
that will make chain sales a bigger part of your 
profit picture. Not just coated with ordinary alu- 
minum paint, new Acco Redi-Cut chain has a 
durable aluminum finish combined with a rust 
inhibitor. Finish is bonded to the chain surface by 
a special Acco process. The result is a chain that 
will be a pleasure for your customers to handle, 
a chain that resists rust. 


Acco Redi-Cut chain has other advantages that 
will make it a strong impulse item in the heavy 
traffic sections of your store. As the name implies, 
the chain is ready-cut and comes in popular 




















Order from Your Distributor 


Your ACCO distributor has Redi-Cut chain 
now or can get it for you promptly. 
Contact him for full details or 

write our York, Pennsylvania, office. 


lengths of 10, 15, 20, and 50 feet. All four standard 
lengths of Acco Redi-Cut are available in four 
sizes...3", 14", 4", and 34”. No more bothering 
with cutters or measuring tape. No more hunting 
for rags to clean your hands when the job is done. 


What’s more, Acco Redi-Cut Chains are indi- 
vidually packaged in colorful yellow and blue car- 
tons that are clearly labeled with size, length 
and working load limit. There’s also a space for 
your retail price. Set up an eye-appealing display 
of these self-service cartons on your counter and 
see how they command attention and promote 
buying action! 





American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. « Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 


“Indicates Warehouse Stocks *Portland, Ore., *San Francisco 


HARDWARE AGE, NOVEMBER 20, 1958 








Leonard V¥. Rowlands, Publisher 


EDITORIAL STAFF 


William A. Phair, editor 

E. L. Barringer, managing editor 

Kenneth A. Heole, feature editor 
M. Dixon, associate editor 

 o. : |. associate editor: 

‘ ohn ne Lucos, assistant editor 

George H. Baker, Washington editor 

ay M Stroupe, Washington editor 

Neil R. _Regeimbal, Washington editor 


“Albert i ~Mangin 
“Who } Mali aime Si Directory editor 









ashin sag tember editorio! ‘boord 


>. s. Torey ‘ 
_ Manager, Reader Service 
: BUSINESS STAFF 


€. teed yr monoger 
E s Seilick, manager, Research Dept. 
Mary K. Dickinson.” production manager 


_ Regional Offices 
Mass. 


John . Wilcox ot ah h St. 
Falliiies: tlbesy 2 ale 


New York 1{7, 
A. Wardiey—W. A. Roos 


Arte 7 
Phi iphia 39. Poa. 
wee 


Flood, Chestnut & 54th Sts. 
Telephone: Sherwood 8-2000 





Telephone: Superior 1-2860 
Detroit 2. Mich. 

G. L. J. Mitchell 

714 Stephenson Bidg. 

6560 Cass Ave 


Telephone: Trinity 4-1616 





Chicago |, iil. 
William E. Comiskey—Jomes L. Phi! 
360 N. Michigan Ave 

Telephone: isedbinh 6-2186 


Son Francisco 3, Tal. 
Frank McKenzie 

1355 Morket St. 

Telephone: "Underhill 1.9737 


Tides tit Toctson Alvorado St. 


Buakirk ; 4337 





Expressway of Milton _ 

Telos. Emerson 8-475! 

Address mail to: Chestnut & Séth Sts. 
Philadelphic 39, Pa.: SHerwood 8-2000 





Charter Member 











so 1371 Peachtree St.. N.E 
t., ss 

Tsephones With esto 

Dallas 6 Texas 

Horold E. Mott 

189 Meadows Building 


ta 


_ HARDWARE AGE, NOVEMBER 20, 1958 


Editorial 


by W.A. Phair 


The lost pride... 


rhe noisy and confusing advance of automation into our everyday 
living has been accompanied by some other rather unpleasant conse- 
quences. 


The cold, unemotional push-button that does so much of our work— 
and some of our thinking—seem to me to be smothering one of the 
characteristics of a man that is most vital to success in any activity. 
We seem to have lost, in a frightening maze of gears and electronic 
tubes, our pride of accomplishment . . . our pride of craftsmanship. 


There can never be success in any activity, unless there exists a 
strong sense of pride of accomplishment, a strong desire to do an out- 
standing job. The pioneers of the retail hardware business, who built 
this industry of ours, had this pride in a large measure. Without 
it they could never have accomplished what they did. 


What has happened to this pride of accomplishment? Do we still 
have it as strongly today? I don’t think so. When we look around we 
seem to see so many people who are quite happy at being mediocre. 
These people appear interested only in finishing a day with as little 
effort as possible. They are not disturbed by the fact that they are 
doing a poor job. If things go wrong, they have a ready answer... 
it’s always the other fellow’s fault. 


We see this characteristic coming up very strongly whenever we 
talk about the problems of running a hardware store. The blame for 
today’s problems is almost always credited to discount houses, to whole- 
salers and to manufacturers. Rarely do we ever place any blame on 
ourselves. Yet, if we are honest, there are many, many deficiencies 
in ourselves that cause some of the problems we face today. 


Perhaps if we were to concentrate on some of the things that we can 
control ourselves, we would have less difficulty influencing outside 
factors. If we could strengthen this pride of accomplishment in our- 
selves and in every retail sales clerk, we could work wonders in im- 
proving the profit position of the retail hardware store. 


Take, as an example, the quality of salesmanship in our hardware 
stores. Can you honestly say that you are proud of the type of sales- 
manship that is exhibited in your store? Is there any sign of pride 
of accomplishment in the selling efforts you see? If your answer is 
no, and in most cases it will be, then here is a job for you. 






Perhaps you feel I am exaggerating this situation. If you believe 
this, take some time off and visit a dozen retail stores. Look these 
stores over carefully. Notice the behavior of the store manager, of 
the salespeople. Then ask yourself if they did anything to make you 
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Editorial 


continued 


feel you would like to shop in that store. Compare this with your own store. 
fs there any difference? 


Everybody these days has his own pet theory of what’s wrong with sales- 
manship. | don’t think I’m smart enough to tell a good theory from a bad 
one. instead l’m inclined to feel that salesmanship is suffering from the 
same illness that has afflicted practically every type of business .. . a loss 
of pride of accomplishment ... of craftsmanship. 


Where it must begin... 


When you travel around this country of ours and visit all sorts of retail 
stores, it doesn’t take you long to become aware of one important fact. 
Where you find a manager who is alert and friendly, who dresses neatly 
and who knows his products, there also will you find salespeople who are 
alert and friendly, who look neat and who seem to know their merchandise. 


Before you all start jumping on me and telling me all the headaches a 
manager has in getting and keeping good help, let me just suggest that 
you first sit down and take a good, long look at yourself in a mirror. 


Ask yourself a few questions. For example, how often do you smile? 
Sometimes | think managers must be taxed for smiling, because they smile 
so rarely. Yet, certainly any customer who takes the trouble to walk into 
your store deserves to be treated with at least a smile. 


Next, let’s take a look at your appearance. Are you the kind of manager 
who tells his clerks they must look neat while he looks like a rag bag? This 
doesn’t make sense, yet it happens. 


| know the number of dirty jobs you have to do and how hard it is to keep 
clean. But again let me repeat, the customer doesn’t know this and doesn’t 
care. But they do like to be waited on by a neat, clean person. Since there 
are SO many women shoppers in our stores, this becomes doubly important. 
‘The very least a manager can do is to take some pride in his appearance; 
then he can expect his sales people to do likewise. 


While you’re looking in this mirror, examine yourself on product knowl- 
edge. Are you like the manager who told me that he insisted that all his 
salespeople read every issue of Hardware Age to keep posted on selling 
points of new products? When I asked him if he also read each issue, he said, 
“No, I’m too busy.” 


If he was too busy to use this simple means of getting product knowl- 
edge, I’ll guarantee his clerks were also too busy. A manager, because he 
is a manager, must be just a little smarter and know just a little more than 
his clerks. How about you? 


I have a hunch that by the time you’ve finished looking at yourself in 
the mirror, you'll agree that there is much that can be done by you to 
improve your own salesmanship. Then, you can tackle your clerks. If you 
try, seriously, to do a better job in this you will have regained some of this 
pride of accomplishment. 


HARDWARE AGE, NOVEMBER 20, 1958 





PUSH- 
BUTTON 
LOADING 


BUILT-IN 


EXTRACTOR 
HANDLE LOCK 


SWINGLINE H.CONPRESION A 
TOT STAPLE GUN oon 


Guaranteed to be even a faster-selling, volume-building money- 
maker this year. Don’t be disappointed...place your order now, to 
assure your complete supply of the SWINGLINE 101: the perfect item 
to build holiday sales...the year-round tool of a hundred uses! 

Your customers are pre-sold to demand Swingline because SWING- 
LINE national advertising works for you...in large-space ads in 
POPULAR MECHANICS, POPULAR SCIENCE, LIVING FOR YOUNG HOME- 
MAKERS, HOUSE & GARDEN, HOUSE BEAUTIFUL, FARM JOURNAL, SUCCESS- 
FUL FARMING. 

With wide, sturdy chrome-finish base, load indicator, rugged, 
ween 4 -_ construction. Open channel takes two staple sizes: NEW! SWINGLINE’s No. 900/5 






















professional's super-drive staple gun 
kit! Here’'s what you get: 















SWINGLINE HOLDS THE MOST IMPORTANT JOBS IN AMERICA! * FREE! sturdy automatic utility case 
* SWINGLINE No. 900/5 super-drive 
stapie gun } 
* Assorted size staples: 3/16", 4/16", 
ons Long Island City 1, N.Y. 5/16", *" and 9/16" 
* Magnetic, easy-lift staple remover 
In Canada: Saxon Office Equipment, Lid., 156 Evans Avenue, Toronto 14, Canada RETAIL: only $15.95 


World's Largest Manufacturer Of Stapiers For Home and Office! 
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WASHINGTON 


NEWS 


BY WASHINGTON 


Small arms manufacturers protest 
sale of government surplus guns 


The government is investigating complaints of 
domestic small arms makers that sale of surplus mili- 
tary guns is seriou..y damaging their markets. 

Representatives of small arms manufacturers are 
urging the government to restrict its sales of surplus 
arms to consumers, and to curb shipments from other 
countries. 

Industry spokesmen in a recent meeting with Com- 
merce Department officials warned that these surplus 
arms were endangering their ability to function in 
case of a national emergency. 

They particularly asked for tight curbs on shipments 
here of old arms, including rifles, shipped to other 
countries during World War II. The rifles, along with 
outmoded rifles of foreign make, are being imported 
to this country for sale to hunters, they said. 


p outlook 


Your voice counts in this. If competition for gun 
customers, from the U. S. military and importers 
through sale of used small arms, is affecting you, write 
to the Commerce and the Defense Departments now. 
Demand that surplus sales be made in a way that 
minimizes damage to normal markets. 


Sunday sale controversy will be 
settled by Congress next session 


If you are affected by the current dispute over Sun- 
day sales, keep an eye on the U. S. Supreme Court 
and a measure which will be introduced in Congress 
next year. 

The high court has been asked by two Ohio mer- 
chants to declare their state’s Sunday blue law un- 
constitutional. They claim it violates the religious 
freedom guarantees of the constitution; is indefinite 
by permitting only “work of necessity”; is discrimina- 
tory because of past changes and because it is not uni- 
formly enforced. 

Rep. Thomas G. Abernathey (D., Miss.) plans to 


10 


BUREAU OF 


HARDWARE AGE 


reintroduce a bill which would ban Sunday sales of 
hardware, appliances and most other consumer goods 
in Washington, D. C. 

Sponsors, which include church, civic, and some 
business groups, hope this bill will become a model 
law which other communities will adopt. 


p outlook 


There will be action, one way or another next year. 
If you favor or oppose Sunday blue laws, inform 
your congressmen and senators now. Remember, al- 
most all areas have Sunday blue laws, although they 
are not strongly enforced in most instances. 


Postal officials are sure to ask 
for another hike to counter loss 


Another sharp increase in postage rates is possible 
next year. 

Despite higher postal rates which went into effect 
this year, the Post Office Department continues to 
lose money at a staggering rate. The deficit for this 
fiscal year, which ends next June 30, is expected to 
be $350 million. This is up sharply from earlier esti- 
mates. 

Expenses, postal officials say, have been rising 
faster than rates. 

There is a strong indication that the department 
will ask next year for another one-cent hike in first 
class mail rates. This would raise rates to 5 cents. 

A boost of 17 percent in parcel post rates is now 
pending before the Interstate Commerce Commission. 
It is expected to be approved. 


p outlook 


Here we go again, unless you begin preparing now 
to take a stand on further postal rate hikes next year. 
Line up support to protest any increase. If a move 
develops, as expected, for another round of postage 
increases be ready to dump plenty of mail on your con- 
gressmen., 
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LET YOUR WORTHINGTON SALESMAN ( 
HELP SOLVE YOUR TURNOVER PROBLEMS! 





One sure key to increased retailer 
profits is more rapid merchandise turn- 
over. 


Look at these figures! They prove 
rapid turnover on smaller gross profit 
items makes more money for you than 
sales of slower-moving, bigger profit 
products. 


+ ~”* 


Helping retailers increase their turnover rate is one 
of the important jobs of every one of Worthington’s 
143 salesmen. It’s a task each will gladly tackle—if 
you will let him. 

And— it’s an operation to which he brings a wealth 
of knowledge . . . based on accurate records of Worth- 
ington’s day-by-day experience with over 5,000 suc- 
cessful, independent hardware retailers in 11 states. 

The next time your Worthington salesman calls, 
ask him to assist you in checking inventory, balancing 


stocks against anticipated customer demand... W. D. CAMPBELL, Vice Preckdans, Galen Manager 
planning sales, demonstrations, promotions to take Mr. Campbell joined Worthington in 1939, 
advantage of new items or seasonal merchandising _fter 8 years retail store experience in Wooster 
aa ° : and Massillon, Ohio. He became sales promo- 
opportunities. These Worthington services cost you tion manager in 1947, sales manager in 1952, 
nothing. They will increa our turnover and boos and was elected a company director in 1954. 
8 fj “sg tid —s ost Since 1957, he has been vice president and a 

your pro ts! AA-8623 member of the executive committee. 



















THE GEO. WORTHINGTON CO. 


CLEVELAND 1, OHIO 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


' 

don't get Inventories usually drag bottom during a business decline, and a 

caught short . . , tight squeeze follows when sales start upgrade, especially going 
into a Christmas and a spring planning period. The decline is 
history, and we’re on the upgrade. Hardware sales in September 
were even with 1957. Sears’ October sales were up 10.3 percent 
for a record. Most chains showed good gain in October. With sales 
headed for a sharp recovery there’s danger of an inventory short- 
age. Dept. of Commerce reports inventories were down $64 
billion at beginning of October. HA Recommendation: You may 
still have time to add to thin stocks by visiting your wholesaler 
with a list of Christmas and winter staple items. Just as important, 
remember spring goods selling each year seem to start a little 
earlier. Optimistic spring goods picture favors dealers who will be 
ready to roll early with depth in stock. 





construction Contracts for home and commercial building construction are up. 

. September contracts totaled $314 billion, an increase of 26 percent 

isSup... - RES en 
over the same month in 1957. The September increase marks the 
third month in a row with an increase of more than 20 percent over 
last year, and the fifth consecutive month in which contracts have 
amounted to more than $3 billion. HA Recommendation: Dealers 
in suburban areas can expect increased sales in your housewares, 
lawn and garden and home fix-up departments when customers 
move into new housing. Check your spring and summer goods 
orders now. Don’t get caught with skimpy inventories. 





look ahead Five weeks from today is Christmas. Between now and then you’re 

to Dec. Se going to have to sell about 80 percent of what you now own in 
toys, for some dealers cut toys back that much after Christmas. 
In general, economists see a stock shortage this Christmas season, 
but if it doesn’t materialize will you have too much toy stock? HA 
Recommendation: Compare sales and inventory with last year at 
this time, and think about lower prices on overstocks. With rosy 
predictions in mind, this shouldn’t be much of a problem. Face it 
anyway, and don’t hesitate to trim prices and stock if necessary 
in early December. 





time to check Inventory time is right around the corner. By the time the Christ- 
your plans mas selling season is over you'll have to move right into checking 
Phe: your stock. HA Recommendation: Make it easy on yourself. Plan 
now for an after Christmas meeting with your people. Check your 
inventory forms, best date to start your stock count. A tough job 

is ahead, but you can make it easier by organizing the work. 





... turn to p. 100 for more news on how’s the hardware business 
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Famous PINCOR 


Quality and Performance for 1959 





® New Complete Line 
® New Features 
® New Low Prices 
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619-8-TR* 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-8 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-BS-TR* 19” Rotary 2/2 HPB&S Die-Cast Aluminum 
619-BS 19” Rotary 22 HPB&S Die-Cast Aluminum 
622-8-TR* 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-8 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-BS-TR* 22” Rotary 2%2 HPB&S Die-Cast Aluminum 
622-BS 22” Rotary 2%2 HPB&S Die-Cast Aluminum 
921-8-TR® 21” Rotary 3 HP PINCOR Stamped Steel 
921-8 21” Rotary 3 HP PINCOR Stamped Steel 
sp.921-atr* | 7)” Rotory | SHPPINCOR | Stamped Stee! 
SP-921-8 hal gay 3 HP PINCOR Stomped Steel 
sP-925-9TR* | 27>. 6 aa 3% HP PINCOR | Stamped Steel 
$P-925-9 sail ~ 3¥2 HP PINCOR | Stamped Steel 
P-925-9TR* 25” Rotary 3% HP PINCOR Stamped Steel 
P.925-9 25” Rotary 3% HP PINCOR Stamped Steel 
817-E 17” Elec. Rotary = irons Die-Cast Aluminum 
5518-BR 18” Reel 2HPB&S Steel 

5521-BR 21” Reel 2HPB&S Steel 














All Rotary Models have staggered Wheels and off-set chute. Leof 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 
*TR—Designates ‘‘Touch and Go'', one knob control, and Recoil sterter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 


Siep Head 
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Power Lawn Mowers « Electric Portable Power Tools + Gasoline Engines « Electric Generating Plants 





HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Bits for '/4-in. drills 


The Zip Bit is offered for do-it- 
yourselfers who want an efficient 
low-cost means of boring larger 
holes in wood with their 14-in. 
electric drills. Spade-type bits will 
zip through any wood at any angle. 
For use in all electric drills, any 
speed, they offer a full size range 
from \% in. through 1 in. Retail 
prices start at 60¢. Sets in metal 
work-bench racks or plastic rolls 
range from $3.90 for a 6-piece set 


to $7.15 list for an 11l-piece set. 
Hex-milled shanks make chucking 
extra easy. Greenlee Tool Co. 


For more data circle No. 1 on postcard, p. 71 


Sprinkler waters squares 

Green Spot H-735 Square Sprin- 
kler waters perfect squares up to 
35 ft x 35 ft. The rotating sprin- 
kler operates on any water pressure 
and gives even rain-drop coverage. 


14 


The rotating fins are made of 
anodized aluminum, the spray head 
of brass and the base of a tough 
high impact thermoplastic resin for 
a long lasting white appearance. 
Retails for $2.95. Scovill Mfg. Co. 


For more data circle No. 2 on postcard, p. 71 


Modern plastic wastebaskets 
Decorator wastebaskets in the 

Forecast line of polyethylene plas- 

tic baskets are available in a full 


range of sizes, designs and colors. 
They are shown to best advantage 
on the revolving display rack 
shown. The modern, durable bas- 
kets will not retain odors and are 
available in styles from round to 
triangle shapes. Loma Plastics. 


For more data circle No. 3 on postcard, p. 71 


9-in. radial arm saw 


The model F Falcon radial arm 
saw delivers 2 hp under load, yet 


sells in the low competitive price 
range. Power unit is mounted on 
twin chrome plated steel arms that 
glide on eight permanently lubri- 
cated ball bearings. Double spindle 
direct drive operation with 9/16- 
in. right-hand thread on one .end 
of motor and %-in. left-hand 
thread on other are features. Price 
$239 without legs. $256.95 with 
legs. Comet Mfg. Co., Div. Siegler 
Corp. 


For more data circle No. 4 on postcard, p. 71 
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Want more information on these 
products? Then use free post- 


card on page /1. 


in hardware merchandise... 


THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





Barbecue brazier line 

These six new barbecue braziers 
have a slotted interlocking joint 
for easy assembling without bolts. 
Only hood and lid tops need bolting. 
All models have triple-plated con- 
tinuous spiral grill, to prevent 
food from slipping into fire and for 
easy cleaning. Five of the models 








| 


have rubber-tired wheels. 
Tool & Mfg. Co. 


For more data circle No. 5 on postcard, p. 71 


Atlas 


Fast rewind steel tape 


Fast rewind is a feature of this 
Disston steel tape called Speed 
Chief. A gear box in the rule pro- 
vides rewind speeds of up to three 
times that of standard tapes, and 
gives a free wheeling effect when 
tape is pulled out. Available in 50 
or 100 ft lengths. All parts inside 
the die cast, chrome-plated case are 
stainless steel. Gearing is self- 


HARDWARE ACE, NOVEMBER 20, 1958 





lubricating. Disston Div., H. K. 
Porter Co., Ine. 


For more data circle No. 6 on postcard, p. 71 


New lamp has no filaments 


Here’s a new flat design in light 
bulbs for use as a safety light or 
as a night light. The Westinghouse 
lamp is actually an electrolumines- 
cent cell (phosphor coated glass 
panel) which has no filaments. This 
Rayescent lamp is glare-free, burns 





almost without heat and can be used 
day and night for a year at less 
than one cent’s worth of electricity. 
It is mounted in a 2% x 2% in. 
plastic frame that fits flush against 
the outlet. Safety Light, rated at 
1/200 watt, comes in an attractive 
pilfer-proof display package. Will 
retail for about $1. Lamp Div., 
Westinghouse Electric Corp. 


For more data circle No. 7 on postcard, p. 71 


Extra-tough ceramic dishes 
These super-strength, heat re- 
sistant ceramic cook and _ serve 





dishes can go directly from the 
freezer to the oven to the table 
without fear of damage. This 
Corning Ware line is made of Pyro- 
ceram (first used in missile nose 
cones), which is highly resistant to 
heat extremes and abrasion. The 

(Continued on page 68) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page /1. 


HELP YOU SELL MORE 





Chain assortment display 


This eye-catcher red and white 
display is the No. 45 Counter-Pak 


chain assortment. It has four 
miniature, built-in reels, each hold- 
ing 100-ft lengths of durable steel 
jack, solid brass safety, steel sash 
and welded link chain for use 
around home, farm and industry. 
Unit measures 6x15-in. and weighs 
17 lbs. American Chain & Cable 
Co. 


For more data circle No. 8 on postcard, p. 71 


Specialty nail packaging 

Here are improved packages for 
Maze Stormguard nails and all 
other Maze specialty nails. Pack- 
aging now has a dominant, bright 


yellow background. Cartons fea- 
ture red overprinting on the yel- 
low, available in 5-lb carton and 
50-Ilb bulk cartons. Bold blue over- 
printing identifies cartons for all 
other Maze specialty nails. Avail- 
able in 1, 5, 10 and 50-lb bulk car- 
tons. New cartons are easy to read 
in dark storage places. W. H. 
Maze Co. 


For more data circle No. 9 on postcard, p. 71 


Plier merchandising panel 

A complete assortment of 37 dif- 
ferent styles and types of pliers is 
shown on this display panel. It in- 
cludes flush diagonal, end-cutting, 
wire bending, looping, ignition, 





electronics and midget pliers in a 
variety of finishes. Several types 
incorporate coil spring models. The 
No. 20 Proto plier panel shows 
number, type and finish for each 
tool. Proto Tool Co. Div., Pendle- 
ton Tool Industries. 

For more data circle No. 10 on postcard, p. 71 


Cesspool cleaner display 

This shipper and display carton 
holds eight, 1-lb cans of Enzivator 
for reactivating sluggish septic 
tanks and cesspools. Enzivator is a 


TROUBLE-FREE 
SEPTIC TANK 
OPERATION 


SS aie 
CS Enzivator 


ee ma 


safe, dry powder of enzymes and 
preserved bacteria sold in colorful, 
one-treatment packages. Dealer 
aids, banners, envelope stuffers, 
copy for newspaper co-op ads and 
hints on how to practice impulse 
selling techniques are included with 
each carton. Boyer Chemical Co. 


For more data circle No. 11 on postcard, p. 71 


Bell assortment display 


Known as the Bells That Sell 
assortment this display shows 28 
fast-selling bells in a colorful dis- 
play shipper. Retail value of bells 
is $19.78. Box opens into platform 
display box with back-up stock un- 
derneath. Includes brass hand and 
tea bells, cow bells, call bells, patio 


(Continued on page 82) 
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Now more than ever— 


























The Sylvania Home-Line TT | 
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fluorescent lamps! 





A complete fluorescent lamp department 
in just a few feet of space! ... that’s the 
beautiful selling story of these special 
Sylvania Home-Line Lamp displays. 





What’s more, there’s a maximum of turn- 
over and profit built into these small-space 
units. You display and sell the one color 
that’s preferred for residential fluorescent 
lighting. Color confusion is eliminated— 
buying is encouraged—and your inventory 
is simplified. 





For the best assurance of customer satis- 
faction, plus the repeat business it offers, 
stock Sylvania Home-Line Lamps. There’s 
nothing better for performance or high-profit 
sales. Call your Sylvania Supplier today. 


COUNTER RACK DISPLAY gets the merchandise 
up at eye level and buy level. Only 30” x 17”, 
takes up only 3% sa. ft. 






FLOOR DISPLAY stops traffic and starts 
sales! A whole lamp department in it- 
self, yet requires only 2% sq. ft. of 
floor space. 





SYLVANIA LIGHTING PRoDUcTs 
A Division of Syitvanta Ex.ecrric Propucts Inc. 

Dept. 8L-8211, 60 Boston Street, Salem, Mass. 
In Canada: Sylvania Electric (Canada) Litd., 

P. O. Box 1190, Station “‘O’’, Montreal 9 


SYLVANIA 


.« « fastest growing name in sight! 





LIGHTING * TELEVISION * RADIO « ELECTRONICS *« PHOTOGRAPHY « ATOMIC ENERGY « CHEMISTRY-METALLURGY 
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It’s easier 
to stock 
just ON EE 
line... 
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it’s PROFIT-Wis= 
to stock... 


You get more than a quality line when you handle Channellock 
pliers. You get the line with the best seller of them all... the 

- Channellock No. 420. Hundreds of thousands of this one plier 
alone are sold every year by tool suppliers all over America. That's 
why these same suppliers tell us “‘It’s easier to stock just one line 
of pliers. We find it profit-wise to stock the complete Channellock 
line’. You will, too. Send for our new catalog. 





CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 
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4& new chain saws designed for sales and 
customer satisfaction 


New GL-7—7 hp, direct drive 
Now, with Remington, you can sell today’s most ad- 
vanced line of chain saws. These saws are new inside 
ee ae and out—loaded with the features and cutting power 
your customers want. And Remington is the only 
chain-saw maker that backs you with @ full year’s 
guarantee. Turn the page for the full story . . . 


New GL-7RP—7 hp, gear drive, pinchiess Re Pa 
Cmuneton 
Remington Arms Company, Inc., Bridgeport 2, Conn. 
New GL-7h-=1 hp, gear drive i CAMADA: Bemingion Arma of Cannda Lined, (] T 
36 Queen Elizabeth Bivd., Toronto, Ont. 





(1) Fuel-finder pickup line. (2) All-position diaphragm carburetor. 
(3) Fast-cleaning filter cartridge. (4) Smooth-running counterbal- 
anced crankshaft. (5) Light, strong, magnesium-aluminum alloy 
housings. (6) Full 4-pint fuel tank. (7) Leak-proof, ring-sealed 
tank caps. (8) Center-fire spark-piug. (9) Tubular, vibration- 
insulated handies. (10) Long-wearing, chrome-plated cylinders. 
(11) High-strength connecting rods. (12) Precision-made oil and 
fuel fittings. (13) Dust- and vapor-proof ignition. (14) Rugged 
planetary transmission with heat-treated, machine-cut gears. 
(15) Special alloy-stee! sprocket. (16) Heavy-duty bali bearings. 


Why Remington gives unrivaled performance 


im every class and a full year’s quarantee 


These new Remington chain saws are designed and built to keep cut- 
ting power up and maintenance down—designed to be the biggest 
dollar makers you have ever seen. They’re fast-cutting, and we'll help 
you make them /fast-selling, too. 

Your customers can’t go wrong with Remington, because only 
Remington offers a full year’s guarantee against manufacturing de 
fects in materials and workmanship on the saw and a 60-day guarantee 
on the chain. 

And to help you sell, Remington is backing you with national 
advertising and hard-hitting sales promotion. For details call your 
wholesaler, or for names of wholesalers near you, mail the coupon. 


Remington 


Remington Arms Company, Inc., Bridgeport 2, Conn. 
IN CANADA: Remington Arms of Canada Limited, 36 Queen Elizabeth Bivd., Toronto, Ont. 


Free Catalog... _.«~-, Remington Arms Company, inc. 
Just out! Mail the Bridgeport 2, Connecticut 
coupon for complete ’ OC Send free catalog on Remington's new chain-saw li 


specifications and © Send names of my nearest Remington wholesalers. 


performance data 


These Remington saws will be the 
fastest sellers you’ve ever seen 


New SL-S—5 hp, direct drive. Fast, powerful 
—lightweight, but rugged, and priced for top 
value. Bar capacity to 30’. Recommended re- 
tail price from $199.50.* 


New GL-7—7 hp, direct drive for fastest cut- 
ting at highest power. Speed holds up where 
other saws in its class fade. Bar capacity to 30”. 
Recommended retail price from $249.50.* 


_ 
. pane 
oe 











ee 


New GL-7R—7 hp, gear drive for power that 
won't stall in toughest, big-timber production 
cutting. Bar capacity to 42”. Recommended 
retail price from $320.00. * 


ne 





with price lists and 4 )3=Name 
discount schedules a 
on the NEW line of so Address 





Remington chain saws. See them 
fore 


New GL-7RP—7 hp, gear drive for extra 
plunge-cutting power in pulpwood or timber. 





and you'll agree—these are the 
finest saws made today. City Zone State 





Special 14” pinchless bar won't kick or bind. 





Recommended retail price from $370.00.* 


*Specifications and prices subject to change without 
notice. Prices slightly higher in Canada. 





PATENTED 


{> L T M 4 PERMABOND 


ASSEMBLY 


4 A M M - a keeps handles tight. 


A Plumb safety 


plus exclusive 


FIBER-GLASS HANDLE 
STRONGER THAN STEEL — with the HICKORY FEEL 


Will Not collapse, bend, rust, rot or corrode 
et ieldelaticc-is Mmalelateelacie] dele) cael almalelaai lel Mtl 


Non-Slip Neoprene-Covered Grip 


FAYETTE R. PLUMB INC., PHILADELPHIA 37, PA, 
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stock UTICA for this man! 


He may be a white collar worker, a skilled mechanic, an 
engineer. Whatever his occupation, he knows how to fix a power 
mower, mend a toy—takes great pride in doing things right. 

He is your best customer. He knows hand tools and he wants 
the best. Utica quality! All Utica pliers, wrenches and other hand 
tools are drop-forged from fine steel for maximum strength. 
Induction hardened for great durability. All are backed by 
famous full guarantee. Talk to your distributor and stock 

Utica. There’s profit in quality. 


SELL OS7i 7 CA vee Zhe Todls the experts use { 


Halimark of Quality since 1895 <<a UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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the 12-W Deal? 
...1t all begins with 
these top- -of-the- line 


a ner eS, snc ve 
ON oo 





808 2-speed drill 505K electric power saw kit 202 sander-polisher 199K soldering gun kit 






. advertised in S&S Reader’s Digest and 


these leading ry eu ahi 8 magazines to (rip 


100,000,000 readers, Starting the first week in October 
..merchandised in your ids | store with this 


handsome ‘‘complete home workshop’ floor 





or counter display (you get it FREE!) 








comprehensive tie-in 


_——: = 








selling for you ’round the 


@ clock and ’round the 
country...529,840,000 impres- 


ee ORDER NOW AND BE READY! eco 
WEN starts selling for you Nationally the first week 
in October. Every day lost is a sale Lost! 

Please send me (quantity) 12-W Deals. 
THE 12-W DEAL IN DETAIL 








Dealer 
A Complete Tool Department Cost 





1 Floor Display Merchandiser plus Local 




















2 
, f ie- -Mer i i . 
| sions strong...that’s the tS 1s0skPowerSewKit. Ma 
| ‘4 : 1 808 %" 2-SPEED Drill............. 19.97 
12-W DEAL! Let it earn big QO etter: ee 
= TOTAL 12-W DEAL VALUE... .$72.88 
profits for LA you! DEALER PRICE................. $57.88 
/ Your Name 
| WEN PRODUCTS, INC. Your Atdees 
| 5808 Northwest Highway, Chicago 31, Ill. City State 
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NEW PACKAGE 


displays...identifies...sells ! 


Lufkin wood rules now have their own color- There’s a strong selling message for each package 
ful display packages. They hang up on the wall ... helping you to upgrade sales by showing the 
(or fit in bins) to step up impulse buying. quality reasons for different price grades. 
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UNIVERSAL 


A460 6 Ft. FOLDING RULE 
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QUALITY 


FOLDING RULE 
OUTSIDE READING 


To get this dynamic 
new packaging, 
always ask for 
Lufkin when 


=r 
you reorder Gama 


THEIOF KT. 
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ome END BEST QUALITY RULES 


Ee | S ome 


sia cEag L 
ger Rule life = ta Prevent Weor 
STANDARD OF ACCURACY SINCE TU 


Back of package sells, too! 


RULE COMPANY 
TAPES + RULES + PRECISION TOOLS 


SAGINAW, MICH. « MIDOLETOWN, N.Y. + GARRIE, ONT. 








Here’s a different kind of sprinkler — 


sprinkles a water-saving square, or a 


broad-coverage circle at the twist of a knob. 








The Square ’n Circle Sprinkler, like other 
Sherman products, offers practical selling 
features, eye-appealing design, performance 


to please and satisfy your good customers! 


Youll do batter with JHPIRPVAPI-6S years best | 


write for 1959 catalog H-59 


H. B. SHERMAN MANUFACTURING COMPANY 
BATTLE CREEK, MICHIGAN 
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SALES 
BUILDER 








SERVICE 











® SHOWS STOCK NUMBERS 
® GENEROUS AREA FOR 
PRICING 
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COMPLETE 
GARDEN TOOL 
DEPARTMENT 


Self-Serve Ames Merchandiser with 60 matched 
“Chrome Line” tools Catalog #AS60. oO. AMES Co. 


Profit on your first turn $61.44. Parkersburg, W. Va. 
See your Ames distributor for details. 








Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
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... Lhe Only 
Fence Line That . 
Sells on Sight 
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BRAN D 


KNOWN FOR EXTRA VALUE 


Farmers know the years of extra life that Red Brand gives at 
no extra cost. They want the added rust resistance of the only 
Galvannealed® fence on the market. They choose it for easy 
handling. And they buy Red Brand for its durability through 
years of livestock abuse. 


SELLS ON SIGHT 
Farmers are quick to choose Red Brand because they see and 
recognize the best wherever they go. Only the Red Brand line 
sells on sight. The bright red identification is Red Brand’s 
distinctive guide to quality. 


ADVERTISING FOR YOU 


Farm preference for Red Brand has developed behind years of 
aggressive advertising and promotion. First farm magazines 
told the story. Then radio was added. Now television also helps 
carry the story directly to farmers. This three pronged drive ret 


is backed with special promotions that really move fence. Rich, PDAND 


WHAT RED BRAND PREFERENCE 
MEANS TO YOU 
Red Brand is the fence line farmers want. This strong demand 


can only result in greater volume, higher turnover and more 
profits. Tie in today with Keystone—the profit line. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


: Red Brand Fence—Red Top® Steel Posts—Red Brand Barbed Wire—Baler Wire— 
x Non-Climbable Fence—Keyline® Poultry Netting—Gates 
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SELL LAWN PURPOSE... 


Whitney's PROVEN 


“PURPOSE PAK" 


increases profit 
per sale! 


Whitney’s “Purpose Pak” is a proven mer- 
chandising unit. It steps a homeowner up to 
the more profitable mixtures that give him 
the kind of a lawn he wants! 


The two case pak with its full color seed se- 
lector display piece set up into an attractive, 
informative floor display. Whitney’s three 
“Lawn Purpose” formulas are included in 1 
and 5 pound sizes. 


It makes buying easy for the customer... and 
selling easy and more profitable for you! 


HITN I As 
MIRACLE GREEN © Call your Whitney Distributor or write the office nearest you. 


— Whitney Seed Co., Inc. Rudy Patrick Seed Co. _ Albert Dickinson Co. 
LAWN SEED Buffalo 5, N. Y. Kansas City 1, Mo. Chicago 90, Ill. 
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Two Great New 


FRANKLIN PRODUCTS 
made of 


DU PONT ZYTEL NYLON 















A half-turn and 


ZIP-ON 


ZIPS OFF! 


Just push and 


ZIP-ON 


ZIPS ON! 





Pat. No. 2,812,958 


ZIP-ON 
Snap-on Hose Coupling 


A revolutionary new invention! 


“INDESTRUCTO"” 
Garden Hose Nozzle 
Out of the great Du Pont Labora- O 








a 





amare 


tories came this new “miracle 
material” — ZYTEL NYLON. 
And, out of it we’ve fashioned a 
hose nozzle that’s as modern as 
tomorrow; as tough as steel; as 
durable as brass; YET, incredibly 
low in price! 


























e It cannot rust or corrode. 
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FRAN MLIN as 


“INDESTRUCTO™ 


GARDEN HOSE NOZZLE 
PONT IYTEL NYLON 


TRONG 
Roo 


at 8 
- warrre 
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Fastest “on-and-off” hose coupling . 


ever made. Just push and ZIP-ON 
zips on; a half-turn and ZIP-ON 
zips off. No collars to pull up or 
down. No moving parts to wear 
out. Made of Du Pont ZYTEL 
NYLON. Amazingly low priced. 


e Gives instant connections at 
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Z/P-ON SAAP-ON COUPLING 
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faucet, nozzle, sprinkler, etc. 

¢ O-Ring Seal is leak- 
proof, drip-proof. 

e Threads cannot be 
damaged. 

NO. 1292 — Complete set, 


sealed under clear-view plastic 
dome display cards. 

NO. 1298 — Set of three (extra 
male for permanent attach- 
ment to sprinkler, so that hose 





e It takes any nozzle use— NO. 1292-IN VISTA-PAK 


or abuse. ~ 


Its O-Ring seal is leak- NO. 1120-IN SKIN-PAK 

in- Each nozzle mounted on 
proof, drip proof. colorful Skin-Pak display 
cords that tell and sell 
this revolutionary new 
nozzle. Ask your jobber 
or write vs. 
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Z/IP-ON SHAP-ON C 


OUPLINGS 





Here is America’s answer to cheap, 
imported hose nozzles—the ALL- 
AMERICAN “INDESTRUCTO” 
Nozzle, backed by two great All-American names: 
Du Pont ZYTEL NYLON; and FRANKLIN — the 


may be shifted instantly from 
quality leader in lawn and garden hose needs. 


nozzle to sprinkler). 


NO. 1298-IN VISTA-PAK 


Ask your jobber or write us 


FRANKLIN IS REVOLUTIONIZING GARDEN HOSE ACCESSORIES — 


WITH | LO 















WITH 

KLAMPON—the new, 
patented, re-usable 
Mender & Coupling. 
The only tool you 
need is your thumb 
to press lever down. 


WITH ; 

ROLLMASTER, a new 
patented Sprinkler 
that is new in prin- 
ciple, new in sprin- 
kling efficiency. Made 
of durable plastic. 


WITH 









DIALOMATIC Hose 
Nozzle. No lever. No 
tiresome squeezing. 
Just dial your spray. 
Made of rust-proof 
metal and brass. 


new 3-arm Sprinkler 
that outperforms any- 
thing in its price 
range. Metal base; 
solid brass arm. 




















Write For 1959 SPRING GARDEN CATALOG to FRANKLIN METAL & RUBBER CO., Hatboro, Penna. 
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Both styles available 
in full range of sizes 


Gleaming, jewel-like high gloss finishes 

catch the eye. Lightweight, easy-to- 

handle. All Biltrite Vinyl Garden Hose 

are so durable they are unconditionally For your many customer s who demand 
guaranteed. Far exceed standards of the special qualities of rubber .. . 
the Society of the Plastics Industry, 

Inc. and bear this seal issued by the SLTRITE RUSSER HOSE 

U.S. Dept. of Commerce. All couplings Extremely durable live rubber, re- 
full-flow solid brass. Bright, or oe eo 
multi-colored packaging makes selling Full range of sizes and colors. 

easier, too. 


The BIG seller that makes watering easier! 
New! BILTRITE BILTRITE TRIPLE-TUBE 
Nylon Reinforced Vinyl Garden Hose FLEXIBLE SPRINKLERS 


a nf , : Finest quality vinyl; gives wide, 
e Nylon tire cord reinforced 3 ply construction, ginite spre, ctways les fot, re- 


versible for soaking. Nickel-plated 
solid brass fittings. 


AVWERICAN BILTFRITE RUBBER COMPANY 
A ‘ a * A * 4 4 - - 
P c — 


{i084 


e Superior burst resistance and greater dura- 
bility. 


rm A Ee dl « 
ae) a. MAS). 
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Balanced Action 


SPRINGFIELD 


DWN atti 


yin : 


» 
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Quality built by QUICK MANUFACTURING, INC., 3240 E. MAIN ST., SPRINGFIELD, OHIO 
THE HOUSE OF POWER. . - Also industry-leading walking & riding power mowers 
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PORCHES 








PATIOS 


—_______— 
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BREEZEWAYS 











Your big opportunity 


to sell more 


(iss) Cyclone 


Aluminum Screening 


Cash in on the modern trend to outdoor living . . . encourage 
your customers to turn their porches, verandas and breezeways 
into “‘fair weather living rooms!”’ Sell them on the need for more 
insect screening to protect them from all types of insects and 
make more — and bigger — sales of Cyclone Aluminum Screening. 


Three reasons why Cyclone 
Aluminum Screening is easy to sell! 


1. Cyclone Aluminum Screening is 
strong, sturdy, will not rust and will give 
long service for these semi-permanent 
installations. 


2. Cyclone Aluminum Screening will 
not fade or discolor, will not stain floors 
or surrounding wood areas. 


3. Cyclone Aluminum Screening is 
easy for the home “do-it-yourself” man 
to handle. It is woven true, with the im- 
proved multiple wire selvage that makes 
it lie flat and straight when unrolled, as- 
sures a better finished job. 


Cyclone Aluminum Screening is fine for 
doors and windows, too. The same quali- 
ties that make this screening popular 
for porches and breezeways give it the 
strength and sturdiness needed for all 
kinds of window and door screens. 


Cyclone Fence Department 
American Steel & Wire 
Division of 


In-Season Display Idea... 

Next spring when you set up a display 
of porch furniture and other items, in- 
clude Cyclone Aluminum Screening. Ar- 
range your display io show your custom- 
ers how easy it is to install screening and 
how much better and more useful a 
porch can be when it’s screened. 


Out-Of-Season Display idea... 

To remind the home handyman to re- 
pair and build screens during the season 
when they are not in use, set up a dis- 
play built around screening, but which 
also includes all the other tools and ma- 
terials needed to make the screens. At- 
tractively arranged and well-planned 
displays like this can really help build 
your business during slack seasons. 


REMEMBER: In addition to Aluminum, 
Cyclone Fence also manufactures 
BRONZE, FIBERGLAS AND GALVANIZED 
STEEL screenings. To meet all your cus- 
tomer needs for screening—and build 
your profits—keep your stock filled with 
all of these fine screenings. 

USS and Cyclone are registered trademarks 


United States Steel 


Waukegan, Illinois - Sales Offices Coast to Coast + United States Steel Export Company, Distributors Abroad 
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Here’s one of many successful Western Auto Associate 
Stores doing $100,000 in volume. If you would like to oper- 
ate a profitable business like this, it will pay you toe read 
















the facts on this page. 


Men Make More Money 


With A Western Auto Franchise 


. . . than with any similar associate store operation. You can, too. . . here’s why: 


Are you looking for a bigger opportunity . . . more finan- 
cial security . .. better living for yourself and your 
family? Then you should know these advantages of oper- 
ating under a Western Auto Associate Store franchise: 


e Fast turnover. You stock a wide variety of popular, 
nationally-advertised merchandise—over 12,000 items peo- 
ple buy every day. And because Western Auto helps you 
select and maintain a balanced stock of sales-proven mer- 
chandise, you turn inventory dollars into profit dollars 
faster. 


e Huge ee power and centralized — means big 


savings that are passed along to you. You are free to con- 
centrate on selling and day-to-day operation of your store. 


@ 16 Western Auto warehouses, conveniently located, offer 
weekly truck delivery in most areas to assure you of fast 


estem 
uto 


SUPPLY COMPANY 
2107 Grand, Kansas City, Missouri 
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efficient handling of your orders and merchandise ship- 
ments. 


e A large staff of skilled experts is always “on call” to 
help you with every phase of store operation, including 
advertising, display and sales promotion. 

e No experience necessary — Western Auto trains you. If 
you are willing to follow a tested, proved plan now work- 
ing successfully for over 3,600 Western Auto dealers, you 
can look forward to a successful future and good income 
as the owner of your own Western Auto Associate Store. 
Good locations now open. Mail 
coupon today for free 


“Doorway To Opportunity.” 
No obligation. 


Western Auto Supply Co., 
Dept. HA-20 

2107 Grand, Kansas City, Mo. 
Rush me today your free illus- 
trated booklet, “Doorway To Opportunity,” which 
gives me all the facts about today’s exciting oppor- 
tunities as a Western Auto Associate Store owner. 


Name 
Address. 
| City State 


































THERE'S A HANDY HALE 
BAG FOR EVERY 
CUSTOMER NEED! ae 


re fl . ) 

SS ee, me: ma “AS SS 
——| aor enn > 
a ee some alate oS . Gat - FF 
The 10-ib. bag of Sterling Halite . . . a good size for every home 
owner and motorist in the nation’s “‘ice belt.”” Halite clears walks, 
steps, driveways fast! . . . gives quick traction under rear wheels when 
car is stuck on ice. 10-lb. bags come 6 to a bale—and it’s good mer- 
chandising to sell them by the bale! 








25-ib. bags of Sterling Halite 
now come witha special, sturdy 
carrying handle—a feature 
that’s sure to make this a pop- 
ular size. Handle makes it easy 
for women to carry this eco- 
nomical-size bag of Halite! 25- 
lb. bag is a good winter display 


Sterling Halite in 100-ib. bags can be sold, to home 
owners who want to keep a large supply of Halite on 
hand. Dollar for dollar, it’s their best value. This size is 
also ideal for commercial and institutional buildings 
with extensive parking areas and grounds. 


P. S. Use Sterling Halite yourself this winter to keep parking and shipping areas clear 
of dangerous ice and snow. There’s nothing faster or less expensive for good ice 
control! Order Halite now—so you can profit from early-season storms. Check your 
wholesaler or warehouse today. 


INTERNATIONAL SALT COMPANY, INC., SCRANTON 2, PA. 
SALES OFFICES: 


Atlanta, Ga. Chicago, Ill. Memphis, Tenn. Philadelphia, Pa. 
Baltimore, Md. Cincinnati, O. Newark, N. J. Pittsburgh, Pa. 
Boston, Mass. Cleveland, O. New Orleans, La. Richmond, Va. 
Buffalo, N. Y. Detroit, Mich. New York, N. Y. St. Louis, Mo. 


STERLING HALITE is quicker and it saves your ticker! 


HARDWARE AGE, NOVEMBER 20, 1958 








there's a 
oar ashen Colanlelacehi miele 
Melnor dealers because... 


“a  nisa id 
yh ae Ege Re F 
bed ee 

See 

ie i et 

ae 

% Saree 
eo ‘ 
<3. 

+3 
a a x 


There's bright news in everything Melnor makes and does for '59! @ Bright new White- 


and-Goild consumer-tested colors on the famed Swingin’ Sprays. m New line of revolving 


sprinklers to round out a complete Melnor line. @ New Melnor accessories to sew up impulse 
Sales. @An even bigger national advertising program in network TV, national magazines 
and newspapers. @ Not just 2 or 3, but 4 SPECIAL PROMOTIONS FOR EXTRA PROFIT! 


(see them by turning page). 








No. 8000 Assortment of Oscillating 
Sprinklers with Free Bonus of Three 
Revolving Sprinklers! 

SHIPPED IN ASSORTED COLORS 


(2) #525 SWINGIN’ SPRAYS @ 6.50 each 
(2) #550 SWINGIN’ SPRAYS @ 7.95 each 
(2) #700 SWINGIN’ SPRAYS @ 9.95 each 
(2) *1000 SWINGIN’ SPRAYS @ 12.95 each 
SHIPPED IN ASSORTED COLORS 
FREE BONUS 
(1) #800 REVOLVING SPRINKLER @ 1.95 each 1.95 
(1) #850 REVOLVING SPRINKLER @ 2.95 each 2.95 
(1) #900 REVOLVING SPRINKLER @ 4.95 each 4.95 
TOTAL RETAIL VALUE: 84.55* - DEALER COST: 44.82* 
DEALER PROFIT 39.73 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


Two “Early Bird” Sprinkler Specials with 


47% DEALER PROFIT! 


No. 8500 Assortment of Revolving 
Sprinklers with Free Bonus of Two 
Hose Nozzies! 


(2) #800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 

(2) #850 REVOLVING SPRINKLERS @ 2.95 ea. 5.90 

(1) #900 REVOLVING SPRINKLER @ 4.95 ea. 4.95 
FREE BONUS 

2 pcs. #500 S HOSE NOZZLE @ 1.00 each...... 2.00 

TOTAL RETAIL VALUE: 16.75* - DEALER COST: 8.85* 


DEALER PROFIT 7.90 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


































10 profit ideas 


for do-it-yourself merchandisers 


customers to a store and to get them to buy. 


The do-it-yourself market is still an active market that needs a specialized type of handling to attract 


Hardware Age 


feature articles 





Nov. 20,1958 Vol. 182, No. 1! 





Such is the opinion of William Draymen, of Home Center Do-It-Yourself in Bridegport, Pa. 


Here are 10 management and merchandising ideas in use at Home Center, building traffic, sales and 


profits from the home workman. 


Tip No. 1—Get ’em to stop 


At Home Center, there is always plenty of 
automobile traffic outside the store on a busy 
U. S. highway. Displays are moved out doors 
to lure local residents and tourist trade passing 
by in automobiles. Display windows always fea- 
ture services such as kitchen planning. Displays 
are changed often, and are always beamed at 
passersby. 

Remember, passersby far outnumber store 
traffic. Get ’em to stop. 


Tip No. 2—Get ’em to stay 


Home Center is piled high with basic-basic 
staple items that every do-it-yourself customer 
must have to start home repair jobs: lumber, 
mortar mix, specialized paints and sundries, and 
key electrical and plumbing items. These lines 
dominate the front of store. They can be seen 
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and handled the moment customer enters the 
store. 

Remember, customers may never ask for items 
they can’t see. 


Tip No. 3—Keep ’em coming back 


At the Home Center, product knowledge 
proves its importance every day. Home Center 
feels you can sell the wrong product or give the 
wrong advice, or no advice, only once to a cus- 
tomer. Repeat traffic comes when products and 
tools perform as you said they would. 

Remember, if you don’t know how to use a 
sabre saw or mix mortar, you can’t possibly ad- 
vise your customers. 


Tip No. 4—Wow ’em with extra service 


Advice and demonstrations are given freely. 
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10 profit ideas for do-it-yourself merchandisers 


(Continued) 


For example, the Home Center will spend un- Tip No. 7—Let ’em alone 
limited time with a customer who wants help in Home Center has learned that most customers 
planning a kitchen, bath, or other major home 


: y handle the 
improvement. Charts and floor plans are drawn, ee oe Sone toneomr em 
samples shown, and catalogs consulted. No 
charge is ever made. 
The Home Center cuts and shapes lumber to 
customers’ specifications. It shows customers 
how to work with masonry, plumbing and elec- 
trical items. 
Remember, a customer never forgets that he 
got something for nothing in your store. 


Tip No. 5—Sell ’em without 
embarrassing them 


Home Center always asks the customer to ex- 
plain his project in his own way. From this ex- 
planation the salesman can usually figure out 
what advice, tools, and sundries are needed for 
the job without confusing the customer. 
For example: The customer wants some items 
to install a ceiling light. If the question is: “Do 
you want BX or Romex cable, how many junc- 
tion boxes, toggle switch or new mercury 
switch?” the customer may be embarrassed be- 
cause he doesn’t know enough to answer intel- 
ligently. — 
Remember, you’re going to be dealing with a 
some inexperienced customers. They want help, es | 
not confusion. Easy access and clear-packed items boost self ser- 
vice sales. 


Tip No. 6—Let ’em see your stock 


At Home Center, closed cartons and cup- 
boards, half empty bins, and unsampled ware- 
house stocks are considered sales killers. 

This dealer leans heavily on new skin-pack- 
aged items, and home packaged fasteners and 
sundries, to keep traffic lingering and handling 
merchandise. Home Center built perforated 
paneling up the back of floor and wall fixtures, 
around pillars, and covered bare wall space to 
hold small self-serve items. 

Items not readily available in see-through 
packages are bagged by Home Center’s staff. 
Items Home Center buys in bulk, from small 
fasteners to construction bolts, are packaged in 
plastic bags. Employees spend spare time sort- 
ing, bagging, and marking these impulse-pack- 
aged products. 

Remember, the more your customers see, the 
more they will buy. 
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things they want. Most customers resent con- 
stant “May I help you” questioning. 

Remember, most customers would rather take 
time to see what they’re buying before a sales 
pitch begins. 


Tip No. 8—Give ’em time 


Home Center said: “When does the average 
do-it-yourselfer work at home? Most jobs are 
started on evenings and weekends, especially 
Sundays.” 

Since many jobs are begun on impulse, or 
without adequate supplies, the store stays open 
some evenings, longer than usual on warm week- 
ends and a few hours on Sunday in mild weather. 

Remember, many do-it-yourself jobs never get 
started because the hardware store is closed. 


Tip No. 9—Give ’em help 


At Home Center, a customer’s signal that he 
needs help in making a decision gets an instant 
response regardless of the amount involved in 
the sale. 

Whether a customer wants a 15¢ bolt or a $25 
tool makes little difference in how he’s treated. 
This dealer knows the customer will return if 
handled properly, and that total purchase po- 
tential is far more important than one sale. 
Remember, every untried job is tough. The 





Off street parking and open air displays /ure traffic. 








customer needs advice, regardless of price of 
materials, to do it right. 


Tip No. 10—Give yourself 
a reasonable profit 


Home Center firmly believes in flexible pricing. 
It believes a 27¢ item will usually sell just as well 
at 29¢. It believes that when bulk 1l¢ fasteners 
are packaged in bags of 20 a price of 25¢ is not 
going to kill the sale. 

Home Center believes that the customer who 
used to come in for one screw, nail, or washer 
will gladly pay 5 or 10¢ for a handful in a 
plastic bag. 

Remember, home packaging and flexible price- 
rounding can boost a 3314 percent margin item 
into a higher bracket without customer resist- 
ance. 

The Do It Yourself Home Center has other 
ideas for more sales through self service to do- 
it-yourself customers: 
¢ Small bin stocks that aren’t bagged are kept 
in tin loaf pans. This makes hundreds of little 
items portable for fast display changes. 

e Every item in the store is price marked. Lack 
of pricing destroys self-service’s primary object: 
minimum clerk service for a maximum of cus- 
tomers. 

e All departments funnel into a front checkout 
station. Off-street parking makes it a short trip 
from checkout to car. End 
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A Hardware Age 
Store Management Guide 


PART 2 


Here are the facts about the new 


fast growing profit source... 


RENTALS 


Here are ideas for setting up bookkeeping forms, protecting your 
department with insurance, how to decide on department location and 


promotions. This Guide shows how to use rentals to build store 


profits, build traffic and encourage more tie-in sales. 


This article is the second in a series 
on how to get started in the tool 
rental business. The first article was 
published in HA, and took up the 
basic steps of determining what tools 
to rent, how to select tools and rental 
fees. 


How to set up bookkeeping forms 


The only sure way to know if a rental depart- 
ment is profitable is to keep an accurate set of 
records. 

Fortunately, rental bookkeeping is not com- 
plicated. Only two easy-to-use forms are needed. 
These are (1) the customer rental agreement 
and (2) the rental bookkeeping form. 

The customer rental agreement is used at the 


time the customer rents the tool. It records the 
rental transaction and usually any tie-in mer- 
chandise sales. It also sets forth the terms of 
the rental. 

Standard rental terms are that the dealer 
keeps title to the property and that the customer 
cannot put the tool up for loan nor can he sub- 
rent the tool. These terms can be printed on 
the back or bottom or a store’s regular sales 
ticket or on a special rental agreement form 
which can be obtained from several tool manu- 
facturers. 

The precise form of the agreement should be 
checked with an attorney to be certain it meets 
the legal requirements of your state. The 
possibility of loss of tools or their being sub- 
rented is small. Still, it is good practice to pro- 
tect your property. A typical rental agreement 
is shown in Fig. 3. 
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The identity of all rental tools should be 
recorded on this form, too. Identification may be 
from the serial numbers of the tools or from 
a dealer’s personalized identification, such as a 
special coloring on the tool, a painted number, 
or a number put on the tool with a metal stamp. 

Positive identification of the person renting 
the tool should also be established at the time of 
rental. This is important. Regular customers 
known to the dealer and his staff need not 
furnish identification. But other customers 
should be required to furnish positive identifica- 
tion that can be recorded, such as driver’s 
license or auto license numbers or Social 
Security number. 

Watch out for the customer who balks at 
furnishing positive identification. Don’t rent 
tools to this customer. It’s better to run the risk 
of lost rental income than a lost tool. 


How to protect yourself with insurance 


Insurance protection is necessary. 

Liability insurance protects against claims in 
the event a person using rental equipment is 
injured or property is damaged. This insurance 
can be an extension to the store’s regular 
liability policy, or written as a separate policy. 

Minimum liability coverage for rentals re- 
commended by insurance officials is: $25,000 for 
property damage, $50,000 for injuries to one 
person; and $100,000 for injuries to more than 
one person. Cost of this coverage ranges from 
50¢ to $1.50 for each $100 of rental receipts, 
depending on store location. 

Optional coverage is theft insurance. Regular 
store theft policies usually cover loss of rental 
items stolen from the store. 

Coverage against theft of rental tools after 
they leave the store is more difficult to obtain. 
This insurance is expensive. Claims are harder 
to collect. Fortunately, such thefts are also rare. 

Consult your insurance agent for full details 
about insurance coverage for a rental operation 
and for the actual premiums. 


How to decide where to locate the rental 
section 


The rental department usually is located on 
the sales floor near the paint section. This is 
a natural tie-in, for related sales of floor finish- 
ing and paint merchandise. 

Rentals, however, can be located any place 
in the store. Exact location is determined by 
two factors: 

Traffic. This is to get customers to notice the 


Fig. 3—A typical rental agreement 


Here is an agreement a customer signs when rent- 
ing tools, that protects the dealer against damage 
from customer negligence. This agreement can be 
your guide in deciding with your attorney what 
wording your agreement should contain. 








Falls Church Hardware 


RENTAL EQUIPMENT 


132 N. WASHINGTON ST. @ FALLS CHURCH, VA. 






































JE. 2-6622 
Date —s_ la 
Address 
Operator Lic. E tt 
nn CES eee Meee | a ao 
REGHE FOLLOWING RENTAL EQUIPMENT: 
1. Dae Ti iticetece- eee 
2. gk GREE Shee 
3. - NE Fi citenecniecncmenentieci 
4. ahvnigieas GRRE: CR eiaainit: tentttimnen 
Rental period starting this date at.......____......._A.M/PM. at the 
rate of $ = per hour/day. 
Anticipated date of return... , 
ae Tm ane tte nig rrr TD tin 
at... AM/P.M. Charge $ 
Deposit $§_...... ......; Balance $...... 


The above equipment being received for rental 
sarees S Om Se supe. FALLS . 
ARE, not respons any accident or damage resuit- 
ing directly or indirectly from said : 
The undersigned certifies that above equipment was re- 
ceived by him in good and the covenants to use said 
> Cone wa aoe ant an the Rig tag wre 
covenants to or owner for any 
done to said Satins: in tiled of etn cane, Gameel Saher eee 
tear 
p oy covenants that he will net lean, encumber or 





Week Days, 8 A.M. to 6 P.M. — Sundays, Holidays, 8 A.M. to 10 A.M. 





tools, to be aware that the store has rentals, 
and to ask a sales person about rentals. The 
best location for traffic is near an entrance or 
exit, along a well traveled aisle. Also, shifting 
location will increase the value of displays from 
a traffic getting viewpoint. 

Convenience. This is based on the customer 














RENTALS 





(Continued) 


checking out a tool and getting it to his car. 
In this case, the location usually is near an 
exit, especially if there is a rear door to a park- 
ing lot. Once a rental section is established, the 
traffic value may go down, the convenience factor 
become more important. 

Signs can give location a boost. A few tools 
can be located around the store, near tie-in mer- 
chandise, with a sign pointing out that tools are 
for rent to make the job of applying the mer- 
chandise easier. Some dealers use heavy traffic 
locations, like a turn on a stairs to the second 
floor or basement for locating a big sign pro- 
moting rentals, listing tools available and 
rental schedules. 


How to promote a rental section 


When HARDWARE AGE asked a group of deal- 
ers what would increase rental department sales, 
one out of two replied, “More promotion.” 

More promotion will increase sales of just 
about any department, but rentals thrive on 
promotions for many of your customers may not 
be aware that tools can be rented to make those 
often postponed do-it-yourself jobs easier. Ex- 
amples of signs and advertisements to promote 
rentals are given in Fig. 4. 

Promotions follow three general patterns: 

To make customers aware that you have a 
rental department. 

To increase rental of specific tools. 

To increase sales of related merchandise. 

The place to start is right in your store. 

Do you have signs around that inform cus- 
tomers you have a rental section? 

‘Is the rental section location signed so cus- 
tomers know that is where they can check out 
tools? 

The second place is advertising outside the 
store. 

Are you listed in the telephone directory, 
under the classification “Renting” and also in 
your display ad in the Yellow Pages? 

Do you have signs facing your parking lot, 
or side of the store building on rentals? 

Newspaper sdvertising is effective, and can be 
set up on a seasonal promotion basis. In the 
late winter and early spring, lawn and garden 
care tools can be advertised. These display ads 
ean be run adjoining, or as part of your ad on 
lawn and garden merchandise. In the summer 
you can advertise tools for house painting. 

Mailers are also effective. One of the best 
pieces to send out is a card that can be tacked 
on the garage, tool house or basement wall. List 
all the teols, or categories, on which you have 


rentals. When a customer needs a rental, your 
mailing piece is a reminder to stop at your store. 

This permanent type mailer can be supple- 
mented by mailings. Leaflets can be enclosed 
with monthly statements, or sent out as sepa- 
rate mailings over the list of names taken off 
your bookkeeping records. 


Rentals can be promoted with tie-ins of other 
promotions. For example, a window display of 
floor finishing merchandise can have a sander 
included, along with a sign about rentals. Ad- 
vertisements on lawns and garden merchandise 
can include a reminder of lawn tools available 
on rental. 


The basic purpose of promotion is to keep 
reminding customers that rental tools are avail- 
able, and to advertise new tools added to the list. 





The third article in this Rental series 
will be published in the next issue of 
HA, with a form for recording rental 
revenues and keeping track of mainte- 
nance costs. The first article was pub- 
lished in HA, Nov. 6, p. 38. 
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Outdoor sign near lawn and garden display pro- 
motes rental of yard tools. 
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Fig. 4—How to promote a rental department 





O 
SUBURBAN 
EQUIPMENT RENTAL 


CORPORATION 


INTRODUCING A NEW TYPE OF SERVICE 


For the home, business, and building industry. The below listed 
items and equipment are available for rent by the hour, doy, 
week or longer. For further information please phone 
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WAYNE 5206. 
523 W. LANCASTER AVE. ° STRAFFORD-WAYNE, PA. 
WAYNE 5206 ° ADEQUATE CUSTOMER PARKING 
SANDING MACHINES Pipe Dies MOVING EQUIPMENT 
Floor Sanders and Edgers mo —— apes Block and Tackle 
Car Sanders and Buffers wer Auger Car Top Carriers 
Belt Sanders ipe Reamer Hand Trucks 
Oscillating Sanders Fiaring Tool Appliance Trucks 
Disc Sanders ubing Cutter ae Pads 
POWER TOOLS Pipe Pusher 
Electric Hammers GUEST NEEDS 
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WALLPAPERING EQUIPMENT 


Paste Table 
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Paste Brushes 
Smoothing Brushes 
Wallpaper Steamer 
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Lewn Rollers 
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Newspaper space can be used 
to promote a specific tool. 


Mailer for hanging in customer's garage, basement 
or tool house promotes rentals. 
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. One way to upbend a sagging sales curve: make it 
oe ae a easy for customers to buy. 
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One way to upbend a sagging sales curve: get merchan- 
dise out on open display. 
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Problem: 
Sales drop when plants move 


Solution: 


Modernize, offer credit terms 


Here is how a dealer in an industrial city 


bent a drooping sales curve upward 
by getting more merchandise on open display 


and giving customers an easy way to buy 


P. M. Herron, a dealer who increased net profit by meeting a problem of decline sales volume. 
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Individual shop idea is carried out with 
wall displays on perforated panel board. 


Impulse sales are encouraged by special 
displays at end of islands along traffic 
aisies. 


Suppose you are president of a 76- 
year-old retail hardware store in an in- 
dustrial city of 36,000? 

Several large industrial firms move 
from your city. 

This leaves your city with 5000 un- 
employed. 

What would you do? 

You could move out of town. 

You could liquidate. 

You could just wait to see what would 
happen. 

You could hunt for a solution to the 
decline in retail business. 

(Continued on page 48) 
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Problem: sales down; Solution: modernize and offer credit terms 


David Herron, president of P. M. Herron, in 
Auburn, N. Y., decided to turn that downward 
trend into an upward spiral. Mr. Herron, Paul 
Casey, store manager, and Walter Howlett, hard- 
ware merchandising consultant, analyzed local 
buying habits. The trio came up with a two- 
point plan to reverse the downtrend. 

They would attract more customers, sell more 
merchandise to them. The two points of attack: 

Radical changes would be made in store layout. 

The store would go after more credit sales. 

These reversed the sales trend. Net profit is 
increasing because more customers are sold more 
impulse merchandise. Credit sales have shown a 
sharp increase. 

Economies effected when the modernization job 
was done kept the cost of the changeover of the 
8400 sq ft of selling space down to $32,000. 

The Main St. location of the store brings heavy 
pedestrian traffic, because most parking facilities 
are located on the same street two blocks away. 
Customers park their cars at the lots, then walk 
along Main Street window shopping. By using 
low, mass displays with selling signs, Herron’s 
has been stopping pedestrians, making them come 
into the store to look further. 

Perforated board ends on gondolas feature 
impulse merchandise. 

Both walls have been lined with perforated 
panel board in pastel shades of brown, yellow, 
red, green, orange, and lavender. 

Display space is now divided equally between 
housewares and hardware. Housewares is to the 
left of the entrance, hardware to the right. Al- 
though customers say that they are surprised 
at the many new types of merchandise the store 
carries, all merchandise displayed today was 
stocked before the remodeling. 

Management has evidence that sales are in 
direct proportion to the amount of display space 
allocated. 

For example, plastic housewares now get more 
prominent display and sales have tripled since 
the remodeling. 

Department stores have, in recent years, 
adopted the individual shop idea to increase im- 
pulse and related item sales. And Herron man- 
agement figured that what worked in department 
stores would work equally well in a large hard- 


(Continued } 


ware store and so individual shops were set up. 

Spotted throughout the store are signs above 
the perforated panel displays which read Pantry 
Shop, Cutlery and Gadget Shop, Sanitary Supply 
Shop, China and Gift Shop, Camera Shop. 

The shop idea seems to work best for depart- 
mental displays taking from 10 to 20 ft of lineal 
wall space. For larger departments, like tools 
and garden supplies and paint, signs tell the 
type of merchandise. 

The Camera Shop, formerly in the front of 
the store, now has a side location near the front. 
Since traffic circulates counter-clockwise in the 
store, the displays of films, flash bulbs, cameras, 
and dark room supplies do not pass unnoticed. 

The China and Gift Shop is in an alcove to 
the left of the entrance, away from the main 
traffic stream on the housewares side of the 
store. Women can browse leisurely among the 
varied height displays. The shop maintains a 
bridal registry and is allocated a good portion 
of the 3 percent of gross advertising budget. 

With remodeling for self selection completed, 
and the shop idea incorporated into interior lay- 
out, management felt that a credit plan was 
needed to make it easy for customers to purchase. 

A budget plan was adopted which has since 
paid dividends. 

The customer sets his own limit, in an amount 
which varies with his credit rating. Usual 


Camera shop is placed along main traffic aisles in store mod- 


ernization program. 
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amount suggested by Herron’s is $50 maximum. 

A budget account customer may purchase any 
merchandise on credit up to the selected maxi- 
mum. He then pays 10 percent of the maximum 
amount each month. There are no carrying 
charges. Even if the merchandise on account 
totals less than the stated maximum, the cus- 
tomer pays the 10 percent unless, of course, he 
has made no purchase and there is no outstand- 
ing balance. 

The customer may add to his account up to 
the limit set as long as he continues to make the 
monthly payment. Payment in person is en- 


HARDWARE AGE, NOVEMBER 20, 1958 





Giftwares gets special display treatment with ceiling spotlights. 





couraged since it brings the customer into the 
store and exposes him to impulse displays. 

The budget plan has attracted many new cus- 
tomers, despite the fact some of them are hard 
pressed financially. The small monthly payment 
is not felt as severely as if lump sum payments 
had to be made at the time of purchase. Custom- 
ers are sold merchandise they would have put 
off purchasing without the budget plan. 

That is how David Herron solved the problem 
of maintaining high volume in a hard-hit area. 
It took courage, but it has proved a better solu- 
tion than relocating or moving the store. °* End 
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200 plumbing items on display 


A plus in store modernization is getting more merchandise on 


display without increasing the size of the sales floor. 


“We've got more than 500 plumbing items on 
open display now. We used to have a lot of 
those plumbing items in the back room, stored 
away in cupboards and on shelves.” 

That terse statement by Henry Turcotte, 
department manager of the Bristol Store, Bris- 
tol, Conn., puts the finger on a big plus in store 
modernization. 

Space is the prime problem of many a dealer. 
If there was only more sales floor space lines 
could be expanded, more lines could be added. 
But how to get that space. Should a dealer 
relocate in a bigger store building? Should a 
dealer take on more space, by going up and out, 
at his present location? 

The answer may be right within your present 
store. Modernization can make more of the sales 
floor area usable for selling. How? By putting 
more merchandise on wall displays, by making 


more of the square footage of islands available 
for displays. 

This plus in store modernization has increased 
merchandise displays in the Bristol Store, in the 
same sales floor area, by 50 percent. Besides 
this plus, the Bristol Store has better lighting, 
better housekeeping, more color, more attractive 
displays. Traffic is up. Sales so far in 1958 are 
ahead of the same months of 1957. 

Modernization of the Bristol Store started 
early this year in the basement. Departments 
in the basement are steel goods, plumbing, 
electrical, housewares, gadgets, galvanized ware. 
The program will be completed this winter when 
the first floor will be modernized. 

The Bristol Store, an old-time hardware store 
in Bristol, was modernized some years ago, and 
before this year’s modernization it could be 

(Continued on page 58) 


An island jammed with plumbing items, a 
plus in modernization. 
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Housewares on display in a corner area. 


More plumbing items on display along the wall which 
is covered with perforated panel board. 
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Galvanized ware gets wall area display space. 


How ends of islands can be set up for additional 
display area. 
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by A. H. Brust 
National Carbon Co. 
Div., Union Carbide Corp. 
New York City 


Last year U. S. hardware stores lost out on 
almost a billion dollars in retail sales. 


That figure is equal to one-third of all dealers’ 
sales. It’s a great deal of money, but it can be 
reclaimed. How? Let’s see how this money was 
lost. 


The billion dollar loss can be blamed on the 
fact that impulse buying in hardware stores 
averages 40 per cent lower than in competitive 
retail outlets such as chain stores. 


Impulse buying—where a customer purchases 
something he didn’t intend to buy when he en- 





Editor’s Note: About Mr. Brust. He is a 30-year 
veteran in merchandising at National Carbon Co. 
His company recently asked hundreds of hard- 
ware dealers in 32 states about the volume of 
impulse sales in their stores. This article gives 
the results of this survey, showing the need to 
improve the volume of impulse sales. 


1 billion in 


tered your store—represents a major chunk of 
sales these days. We are an impulsive people who 
often don’t carry shopping lists when we go to 
market. 

Supermarkets, drug stores, chains and depart- 
ment stores are proud that 50 to 70 percent of 
their total sales are impulse sales. 


Hardware retailers, recently surveyed nation- 
wide, admit that impulse sales in their stores 
range as low as 5 percent of total sales. The 
nationwide hardware store average is just 20.2 
percent. There’s a good deal of room for im- 
provement, for that figure is 40 percent below 
the average for much of your competition. 


They list it and don’t buy. 


Your competition thrives on the knowledge 
that fewer people use shopping lists these days. 
For routine shopping, as few as 4 to 20 percent 
of consumers bother with a list. For bigger shop- 
ping trips, it’s a 50-50 proposition. 

Moreover, 15 percent of shopping list pur- 
chases are never made. Fifty to 70 percent of 
purchases on major shopping trips are bought 
strictly on impulse. Broad surveys prove these 
surprising points. 


Hardware dealers can take better advantage 
of this national trend. A certain amount of 
impulse buying is routine in hardware stores. 
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& play makes a favorable impression at just the 
impulse sales righ ine 

With self service steadily becoming more im- 
portant, display for impulse sales takes on added 
weight. Most dealers agree that a product han- 
dled by a customer is three-fourths sold. 94.1 
percent of dealers surveyed say products sell bet- 


Flashlight batteries are a good example. Millions ter on open displays, where every item can be 


of batteries are sold each year, though few of 


them are bought from shopping lists. handled. 
But hardware dealers should do much more What do deaiers want in manufacturers’ dis- 
than they have in the past to boost impulse sales. plays? 


The logic is simple: half or more of what you 
sell should be sold on impulse, and a better effort 
in this regard means more impulse sales and more 
profit. 

Why have impulse sales been such a weak 
sister in hardware stores? And why so strong 
in certain competitive stores? Further, what can 
be done to improve the situation? 

To answer questions like these, National Car- 
bon Co. recently surveyed hardware dealers of What items sell on impulse? 
every size, from Massachusetts to California; 
103 reporters queried more than 500 dealers in 
32 states. The aim of the survey was to strike a 
true cross-section of dealers, and find out where 
they stood on impulse buying. The results, as 


The survey showed that, besides a uniform 
liking for open displays, these displays should 
be smaller than they are now, and that_ they 
should be made of metal for permanence. 

Dealers want more color in their displays for 
impulse sales. This is largely because more 
women, now 50 percent of total traffic, are stead- 
ily buying in hardware stores. 


The survey showed that 57.3 percent of dealers 
estimate that most products bought on impulse 
are under $5 at retail, 48.5 percent said most 
impulse sales fall in the under-$3 bracket, 37.9 
. percent said under $2. Fewer still said under $1. 
shown in this article, were a revelation. But never forget, a $250 outboard engine can 

The survey proved beyond doubt that hard- be as much a contender for impulse sales as a 
ware dealers are aware of this vital problem. $1 gadget. 

And 70.9 percent of them report that this aware- 
ness has placed impulse buying on the upswing. 
There’s still a long way to go. 


Tt seems that all dealers want to boost impulse 
sales. Most of them have the right merchandise, 
a good selection of brand names, clean stores 
and attractive displays. Where, then, is the weak- 


Why do people buy on impulse? ness that holds them back? 







They buy because they see a display that’s at- Too many miscellaneous products carelessly 
tractive, and instantly reminds them of a need. displayed is one answer. Every foot of space 
Or maybe, in the case of a luxury item, the dis- must sell, even in the best organized store. We 
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1 billion in impulse sales 
(Continued ) 


all know space is short and many lines are get- 
ting longer. And there are steadily more lines 
to be added. 

The customer’s eye is a lazy eye. To attract it, 
dealers must build displays worth looking at. 
Such displays are clean, easy to reach on every 
level, and packed with clearly marked items that 
have a direct in-use relation to each other. 

Dealers who make a consistent effort to im- 
prove displays to build impulse sales are well re- 
warded. For with no more stock or area, and 
little more effort, sales and profits boom. The 
hard part is in getting started. 


Displays by categories 


The old adage is: “Do a thing three or four 
times, and it becomes a habit.” So is it with 
setting up the right kind of displays for im- 
pulse sales. 

Why not try it? Why not gather together 
the thousands of key products you sell as staples 
into several categories, and create attention- 
getting displays for each category? 

Make sure there are such units set up for 
women, men, and young folks. The carpenter, 
plumber, do-it-yourselfer, hobbyist, sportsman, 
and clubwoman all have special wants and needs. 
Appeal to impulse in these categories with dis- 
plays that say, “Here’s everything you need. 
Reach out and pick me up.” 

A big impulse sales factor depends on related 
item merchandising. Paint brushes and rollers 
sell best hanging next to paint cans. Batteries 
should be alongside flashlights, and flashlights 
should be found on sporting goods counters, next 
to tools, and in the automotive section. 

Many hardware dealers are the first to admit 
that they haven’t mastered the art, practiced 
so profitably by competition, of grouping items 
throughout the store in related displays that turn 
single sales into big-ticket multiple sales. 

Too many displays these days resemble a 
neighborhood bazaar. Everything receives equal 
space, and nothing is spotlighted. All display 
needs a starting point, key items that attract 
a majority of passersby. 

Good lighting is vital. Brightly painted walls 
and fixtures help impulse sales too. Key loca- 
tions for impulse displays, along main aisles, 


near front of store and checkout stations, is sales 
insurance. And today’s customer won’t tolerate a 
sloppy or dirty store. 


Most important, make sure that each product 
is price marked. Nothing stifles steady impulse 
sales like price-less items. 

Using the ideals described, supermarkets sold 
$50 billion worth of goods last year. Much of 
that was in hard lines that used to be in the 
domain of the hardware store. Hardware store 
sales last year? Under $3 billion. 


The billion dollars which the recent survey 
showed hardware dealers were missing in lost 
impulse sales can be regained . . . maybe even 
added to in a few years. But it won’t come easy. 


Sales costs are too high, most dealers say. The 
average store is undermanned. So it’s seldom 
practical to take 20 minutes to make a 50¢ sale. 
The answer to more sales with no more help or 
room is impulse sales. 


Self service is a fact in thousands of hard- 
ware stores. Self service is a prime mover for 
impulse sales. You ought to consider more self 
service aS a means toward more impulse sales. 


Don’t lose that billion dollars next year. Create 
integrated displays for all types of customers. 
Have a colorful, well lighted store that’s known 
for cleanliness. Mark every item. Change displays 
often. 


When you’ve gone as far as money, material, 
and general limitations allow, give more thought 
to time payment selling. Try other sales-makers, 
such as layaway. In this area you have a distinct 
advantage over your cash-and-carry competition. 

®End 


Mirror Produces [Illusion 


A plate glass mirror along the giftware department 
wall produces an illusion of spaciousness in Lyon 
Hardware Co.'s store in Durham, N. C. Merchan- 
dise on the shelves is spaced out and low so the 
reflection can be seen from almost every part of 
the store. 
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America’s fastest-growing do-it-yourself hobby—mosaic tile—prom- 
ises big profits to dealers who get in on the ground floor. Now Capri 
. leader in the field of ceramic mosaic tile... offers a compre- 


hensive, low-cost package program that puts you in the business 
with both feet! 


The Capri “Starter Package” gives you everything you need... 
kits, tiles, tables, cement, grout and tools... plus FREE advertis- 
ing mats, publicity kit, displays and merchandising programs. 


Get into this booming full list price business early . . 


. ask your jobber 
salesman to show you the Capri line NOW! 


Capri... the TEXTURED ceramic tile 


ORDER THROUGH YOUR JOBBER OR WRITE 


STANDARD TILE CO., INC. 


854 Rockaway Ave., Brooklyn 12, New York 
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This low cost “‘Capri starter package”’ 
puts you into the profitable 


MOSAIC TILE BUSINESS! 
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Here’s what you get: 


1—36"" Round coffee table, completed for display 
1—‘‘Cigarette Box’’—finished for display 
5—*‘Cigarette Box’’ kits—complete 

1—"'Wall Planter’’ Kit—complete 

2—‘Trivet’’ Kits—complete 

1—"‘Wall Plaque’’ Kit—complete 


1—K6024-14 Kidney-shaped cocktail table kit — 
ready for tiling 


3—Wrought iron snack tables 12°°x12°'x16" 
for tiling 


3—" pt. cans of Capri tile cement 
6—1 pound containers of tile grout 
2—Capri Cement Trowels 

2—Tile Cutting Tools 


40—Sheets of Capri Ceramic Mosaic Tiles (assorted 
colors} 


PLUS . . . Tile Charts, Literature, Promotion Kit 
Retail Value $250.00 
YOUR COST...*150.00 


ready 
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¢ ways to stop slow 


strangulation in your business 


Dealers, wholesalers, and manufacturers are plagued with 


an ever-rising wave of theft and embezzlement by dishonest 


employees. Here are ways to recognize and prevent shortages 


that can be strangling your firm into bankruptcy 


Editor's note: Much of the material in this 
article is from a booklet entitled “Safe- 
guards against employee dishonesty in busi- 
ness.” The booklet is published by the 
Surety Assn. of America, 60 John St., New 
York 88, N. Y. The complete booklet is 
available to qualified persons upon written 
request. Send inquiries to the Association. 


The cost of dishonesty in American business 
is estimated at more than $500,000,000 a year. 

No business, large or small, is immune. 

The full loss is never known because much 
fraud and theft go undetected. Not all thefts 
discovered are made public. It is certain that 
theft of one form or another is a serious and 
continuing threat to your business. 

Dishonesty and fire are the two major causes 
of loss to our business enterprise. 

Employee dishonesty, in one respect, is more 
dreaded than fire. You know about fire at once 
and can often put it out before terrible damage 
is done. But dishonesty is frequently discovered 
after substantial losses have brought a store to 
the brink of ruin. 

Employees who are considered trustworthy 
provide no immunity against theft in its many 
forms. Trusted employees are often in the best 
position to embezzle. 

The average embezzler is about 36 years old, 
married, with several children. He has served his 
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present employers about five years with apparent 
honesty, while earning a comfortable wage. 

There are many reasons why he steals. There 
are many precautions you can take to limit his 
opportunities and curb future losses. 

Of the many forms of embezzlement possible 
in the average business, the seven which follow 
are the most common and costly. 


(1) Theft of cash receipts 


Money and checks are especially tempting to 
the crooked employee. 

For example, a parts clerk for an appliance 
distributor pocketed much of the cash taken in 
from buyers of service parts. Although required 
to make out sales slips, he simply destroyed the 
duplicate copies. Slips were not numbered, so 
his thefts went undetected for a long time. 

Another chance to detect the theft was missed 
because this same clerk kept the inventory 
records. And although other employees counted 
inventory at year end, the embezzler priced and 
extended the record sheets, and still covered his 
thefts. 

Of course he was caught. Embezzlers almost 
always are, eventually, but heavy damage was 
done. 

How well do your controls guard against theft 
of cash receipts? 

Do any of these invitations to fraud exist in 
your company: 
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Sales slips not prenumbered? 

(2) Does the same person who handles sales also 
balance the day’s cash against sales slips or 
register tape, without being further checked? 

(3) Are daily receipts sometimes not deposited 
promptly and intact? 

(4) Are cash receipt records not checked against 
duplicate deposit tickets? 

(5) Are bank statements reconciled by an em- 
ployee who has access to cash or cash 

records? 


(2) Thefts of accounts receivable 


A favorite trick of embezzlers is “lapping.” 

One firm lost more than $300,000 through this 
technique by one employee. Here is how it usual- 
ly works: 

The employee steals from incoming payments 
by customers. This makes a shortage in one or 
more accounts. This shortage is later covered 
with funds from other customers. The shortage 
is always there, but moving from one account to 
others. 

Here are situations that give opportunities 
for fraud in accounts receivable: 

(1) Same person opens mail and posts incoming 
checks to accounts receivable. 

Statements of customers’ accounts are pre- 
pared and mailed, without independent 
checking, by accounts receivable bookkeeper. 
(3) Customers are not asked to confirm balances 
to someone other than cashier or bookkeeper. 
Customers’ questions about accounts are 
handled by same person who posts accounts 
receivable. 


(2 


ran 


(3) Thefts of outgoing cash 


Outgoing payments are as inviting to a thief 
as incoming ones. There are many ways to con- 
ceal theft. 
A bookkeeper forges checks to his own order. 
For each forged check he prepares a check in 
the same amount to the order of a creditor and 
presents it, with the creditor’s bill, to the signing 
official. 
The bill is one already paid, but it is slightly 
altered. The signing official does not recognize 
it, and the check is signed. 
The bookkeeper keeps the signed checks, forges 
an endorsement and appropriate bank stamps, 
cancels it with a perforation stamp, and keeps it 
until the bank statement comes to him. Then he 
substitutes his specially prepared check for the 
one which he has forged to his own order. 
This and other types of fraud are possible if: 
(1) Bank checks are not prenumbered and safe- 
guarded. 

(2) Signed checks are returned for mailing to 
the person who prepares them. 

(3) Bills and supporting papers are not can- 
celed by signing official to prevent re-use. 

(4) Bank statements are received by an em- 
ployee who also handles cash or checks. 





(4) Thefts in purchasing 


The chief accountant of a company stole more 
than $25,000 during a three year span. 

He prepared bills on the printed forms of an 
imaginary company for nonexistent shipments of 
merchandise. 

After forging the initials of the purchasing 
agent, he presented the bill along with a check 
to be signed by the treasurer. 

The signed check went to the address on the 
bill, a place where the chief accountant had ar- 
ranged to pick up mail. He deposited the check 
in a bank account established for the imaginary 
supplier. Later he drew the funds to his personal 
account. 

There are many kinds of fraud in purchasing, 
especially under these conditions: 


(1) Payments made without proof that goods 
are received. 

(2) Bills not compared with requisitions and/or 
purchase orders. 

(3) Materials purchased are not reconciled with 
inventory and materials used in production. 


(5) Thefts of petty cash 


Stealing from so-called petty cash can be made 
difficult if simple precautions are taken. Fre- 
quently there are laxities which make it easy. 

A girl who had charge of petty cash in the 
office of a metal products concern dipped into the 
till for $100 at one time, merely by the stroke 
of a pencil. 

When salesmen turned in a travel slip for $75, 
she turned it into $175 with a single stroke, 
pocketing the difference. Later she began to 
insert twos instead of ones on each slip. The 
alterations became so enormous she was soon 
exposed. 

Here are some common practices which make 
it easy to steal petty cash: 


(1) Figures only are used, instead of spelling 
out the words. 


(2) Slips are written in pencil instead of ink. 


(3) Slips are not properly checked before re- 
imbursement and canceled to prevent re-use. 


(6) Theft of payroll funds 


The paymaster of a large concern stole more 
than $200,000 from the payroll in a series of 
frauds that went undetected for about 15 years. 

Two signatures were required on all paychecks. 
One signature was the paymaster’s and the other 
was the controller’s, imprinted from a plate in 
the custody of the paymaster. 

The paymaster would mark “vacation” falsely 
on a time card, put two signatures on a vacation 
check for the employee, and cash the check by 
forging the endorsement. 

These circumstances aid payroll fraud: 


(1) Person preparing payroll also handles cash. 
(2) Attendance records are not maintained in- 
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7 ways to stop slow strangulation 
(Continued) 


dependently of the persons who handle the 
payroll. 

(3) Checks are signed by someone who also has 
a part in preparing the payroll. 

(4) Cancelled checks are not carefully examined 
for comparisons of endorsements with signa- 
tures in employment records. 


(7) Thefts of stock 


A large part of thefts in business today occurs 
in stolen merchandise. Much of this merchandise 
is taken for personal use. Much more is stolen for 
resale and turned into cash. 

Large thefts of merchandise are usually on an 
organized basis. 

For example, an Eastern manufacturer found 
that goods worth about $10,000 were disappear- 
ing each month from inventory. 

It was discovered that the plant foreman was 
the leader of a gang of warehouse employees who 
carried out some of the items on their persons, 
slipped others into trucks along with the com- 
pany’s regular shipments, and transported still 


others in a truck brought into the warehouse 
at night. 


There is serious danger from inventory theft 
if: 
(1) Actual inventories are not taken periodical- 
ly, and reconciled with perpetual inventory 
records. 


(2) The same man who maintains perpetual in- 
ventory also takes actual inventory. 


(3) Employees are allowed to regard “petty” 
thievery, so-called, as a trivial matter. 


The steps listed above provide checks and con- 
trols on theft in your business, but there is al- 
Ways some new scheme being devised to outwit 
such controls. There is no perfect system that 
is guaranteed to stop all theft. 

How to cover theft losses, then? You carry 
burglary and fire insurance. There is also hon- 
esty insurance available to you. A fidelity bond 
guarantees certain stipulated amounts against 
financial loss caused by cheating employees. 

There are individual fidelity bonds and blanket 
bonds, covering one person or the whole firm, or 
positions rather than persons. This coverage is 
low cost in relation to the protection it affords 
you. ® End 





200 plumbing items on display 
(Continued ) 


classified as a modern type store. Yet, the 
owners, Dr. Samuel Kushlan and Charles Kush- 
lan, and Joseph Bachman, store manager, wanted 
to bring the store completely up to date. 

The idea for going ahead with a modernization 
program jelled early this year. An invitation 
was received from Bigelow & Dowse Co., hard- 
ware wholesaler at Needham Heights, Mass., to 
attend its dealers’ merchandise show. The invita- 
tion also announced that Bigelow & Dowse had 
added a store modernization service with experts 
available to visit a dealer’s store and draw up 
a complete program. The modernization service 
was started in conjunction with the company 
taking on M & D Fixtures. 

The Bristol Store people attended the Bigelow 
& Dowse show and spent considerable time at 
the fixture exhibit. Then things began to happen. 

The next day a Bigelow & Dowse moderniza- 
tion service expert was in Bristol. 

By late afternoon a modernization plan for 
the basement area had been drawn up, con- 
sidered, and accepted. 

Here are the major changes made in the 
basement: 


Floor, tile. 

Ceiling, sound-proof material. 

Lighting, 150 watt mazda lamps, recessed, 8 
ft centers the long way, 4 ft centers across the 
basement. The ceiling is low, so recessed lights 
give adequate lighting without cutting out head 
room. 


Walls, completely covered with perforated 
panel board. 

Wall displays, some are shelves with bins, 
some have fixtures for displaying merchandise, 
some have shelving for bulky items like gal- 
vanized ware. 

Islands, various kinds to fit particular mer- 
chandise. Plumbing island, for instance, has 
five shelves, with glass bins. 


Spot displays, end of islands for special dis- 
plays. 

The same basic program of walls with 
perforated panel board, and floor islands, plus 
color to set off various departments used in the 
basement will be followed on the first floor, to 
knit the entire store together. @ End 
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If you want to sell more home building materials, go where 
every page is full of ideas that sell: Better Homes & 
Gardens, the family idea magazine. If you want to make a 
sale there’s nothing so powerful as an idea...and you can’t 
possibly go through an issue of Better Homes & Gardens with- 
out finding innumerable ideas that sell building materials. In 
fact, BH&G’s editors devote more space to building subjects 
than any other major magazine. Does it work? One out of 
five Better Homes & Gardens readers live where more than 
$100 was spent for building materials during a recent year — 
nearly double the non-reader rate! 


During the year 1/3 of America reads 


Better Nomes 


and G 1G lis 
Pr liibie idea magazine 





... the family 
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There’s a profit in 


conversion lamp parts 


This dealer found there is a demand 
for conversion parts for lamps which adds 
to the giftwares department profit 


of his hardware store. 


Old-fashioned lettering and visual-front windows help 
make the gift section and open show case. 


Sidney P. Watters does a lamp conversion job in his lamp 
shop. 
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When an antique lamp dealer next door asked 
him to carry a stock of lamp and lamp conver- 
sion parts a Birmingham, Ala., dealer checked 
into the market. 


Now he sells conversion parts and also con- 
verts pottery and other household items into 
electric lamps. 


Sidney P. Watters operates his Gift Shoppe 
next to his Central Park Paint & Hardware Co. 
A sign identifies it as the gift department of 
the hardware store. 


Mr. Watters features lamps and lamp shades 
of Victorian and early American variety. This 
seems to be what many housewives want and 
they use them all over the house. His stock of 
china shades is most complete, so he is able 
to take care of replacements that the average 
store cannot. 


Another specialty of Mr. Watters is convert- 
ing lamps to different styles. He converts floor 
lamps into torchiere burner types. If the cus- 
tomer wants, ornamental parts may be added. 
The charge for this as well as for the usual 
type of antique lamp runs from $39.95 to $49.95. 


Mrs. John A. Downey, manager of the gift 
shoppe which is in a separate room from the 
hardware department, says she keeps a record 
of what women want in the way of lamps or 
other gift items and buys them when she goes 
to market. She attends the Southeastern China 
and Glass Fair in Atlanta twice a year. 


The firm offers to ship anywhere, any time 
and because of its reputation in that field has 
customers for decorative lamps and parts scat- 
tered over a wide territory. 


Mrs. Downey says that most lamps are bought 
by customers for their own use, but some are 
bought for gifts. A few persons are what can 
be called lamp collectors. These people buy 
miniature lamps of all descriptions. 


Mr. Watters explains that the gift depart- 
ment of his Central Park store is a case almost 
of the tail wagging the dog. It has grown 
rapidly, requiring 2500 sq ft of floor space. It 
is still too small. He is now planning to move 
back a partition to make more display space. 

“We do not handle junk,” says Mr. Watters. 

“The public wants good merchandise and we 
have found it pays to have a variety te display. 
Customers often express surprise that they 
can find such a stock in our suburban com- 
munity.” © End 
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The way 
you make 
money 

IS 
important 


ANOTHER REASON WHY IT’S 
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EKCO) 





Any company is in business to make money or it 
wouldn’t be in business long! And unless a company cares 
how it makes money, it also isn’t here to stay. 

The way you make money is not only a question of 


personal ethics—it’s good business. 


That is why Ekco is vigilant about the way its 
profits are made. Every Ekco product is designed for 
maximum beauty, efficiency, and durability. 

Every Ekco product—from beautiful stainless steel 
Flint Cookware to an Ekco bottle stopper is the 
finest quality product in its price range. There is no 
cutting corners and costs. Ekco products not only 


look like quality—they are quality through and through. 


When you sell Ekco products, you can be sure you 

are serving the public by providing them with 
brand-name products that will contribute substantially 
to their pleasure and comfort for years to come. 


And a store that does that is in business to stay. 


GOOD BUSINESS TO DO BUSINESS WITH EKCO 


® 








FLINT 











Ekco Products Co., Chicago 39, Illinois 


FOREST NEEDLES, re- 
cently retired chairman of 
the executive committee of 
the W. Bingham Co.,Cleve- 
land wholesaler, joined 
that company 53 years 
ago. He started in the or- 
der department in 1905 
and was made a salesman 
in 1908. Seven years later 
he joined the executive 
group as assistant sales 
manager. In 1922 he was 
elected vice-president and 
sales manager in which capacity he served until 
1941 when he was elected executive vice-presi- 
dent. He continued to direct sales until he was 
elected president of the company in 1948. Five 
years later he was elected chairman of the execu- 
tive committee of the company. Golf and travel 
will be among his chief diversions as a retired 
hardwareman. 


MICHAEL J. MERKIN 
recently celebrated his 
50th anniversary in the 
paint manufacturing field. 
He started with the Re- 
liance Paint Co. and 
stayed until 1922. He 
founded M. J. Merkin 
Paint Co., Inc., New York 
City, paint manufacturer, 
in March, 1922. Long ac- 
tive in paint associations, 
he has served as president 
of the New York Paint, 

Varnish & Lacquer Assn. and as a director of the 
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National Paint, Varnish & Lacquer Assn. He is 
a commissioner of the New York State Insurance 
Fund. He has been active in industry drives for 
the Federation of Jewish Philanthropies, United 


Jewish Appeal, Cerebral Palsy Fund, and Red 
Cross. 


WILLIAM C. DEAR- 
STYNE, chairman of the 
board of Albany Hard- 
ware & Iron Co., Albany, 
N. Y., wholesaler, cele- 
brated his 50th anniver- 
sary with that company 
Oct. 8. When employed in 
1908 he supervised recon- 
struction and moderniza- 
tion of its retail store and 
office building at 39-43 
State St., a site occupied 
by hardware firms for 
more than 125 years. In 1910 he became employ- 
ment manager. Four years later he was made 
store superintendent. In 1918 he was named man- 
ager. He was elected to the board of directors 
in 1926. In 1930 he was elected vice-president 
and named sales manager. Two years later he 
was elected president. He has served the com- 
pany as chairman of the board since March 5, 
1956, at which time his son, William D. Dearstyne, 
was elected president. He is a director of the 
State Bank of Albany, a member of the building 
committee of the Memorial Hospital and active 
in other civic affairs. Mr. Dearstyne’s golden 
anniversary with the company was observed with 
a reception and dinner at the University Club of 
Albany for company officers, executives and their 
ladies. 


JAMES W. MATHEWS, 
dean of hand tool sales- 
men for Stanley Tools, 
joined that company in 
September, 1908, follow- 
ing graduation from high 
school in Thomaston, Me. 
He started in the factory 
and a year later was 
transferred to the office. 
He worked in the New 
York City office in 1911. 
From 1913 to 1920 he trav- 
eled in New York City and 

New Jersey. He was named assistant sales manager 
of the New York office in 1918. Since 1920 he has 
covered at different times New York, Pennsyl- 
vania, Maryland, Washington, D. C., and West 
Virginia. During World War I he worked on gov- 
ernment business for Stanley Tools. He is a 
Mason and a member of the Rotary Club. He 
enjoys watching baseball and is a fishing, boating 
and flower gardening fan. 
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How to make your store Say: 
come on in- 
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Do it with a friendly-looking store front—a Pittsburgh Open- 
Vision Store Front. It could easily be the drawing card that brings 
customers crowding into your store instead of the one down the 
street. Besides giving the establishment an up-to-date, inviting 
look, an Open-Vision Front gives people a close-up of your 
merchandise before they come in to buy. 

The design possibilities for building or remodeling with a 
Pittsburgh Store Front are practically unlimited—and so are the 
possibilities for increased profits and prestige. You can choose 
from a variety of Pittsburgh Store Front Products, including 
Pittsburgh Polished Plate Glass and Twinpow” Insulating Glass 
Units for the open-vision front, supported by Prrrco® Store 


N ess eb Ee A RSD we CEES V0 B06 d has Cs 
Front Metal. Tusexrre®, West, and Hercuuire® Doors, Pittsburgh ea 
d SCPE MEL GOs Uaeld Kok ods i caw WEes 
Door Frame Assemblies and Prrrcomatic” Automatic Door ies waits eh 
ny ate 
Openers are also available to achieve a truly distinctive store front. [oo eee 
PAINTS + GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 


Piti«twae UV RG A 


ra ATS 





Bees ee eee 


Gilases 


FREE BOOK 


For more information on 
Pittsburgh Open -Vision 
Store Fronts, send in the 
coupon and we'll be glad 
to send you our new 
store front booklet. 


Pittsburgh Plate Glass Company 
Room 8301, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pennsyivania 


Please send me a free copy of your booklet, 
“Put Your Best Store Front Forward.” 


COMPAN Y 














IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 








© DESIGNED FOR SERVICE 
© CUSTOMER ACCEPTANCE 
© PROFITABLE VOLUME 


Professional design, high quality and 
generous decler mark-up makes the 
B & C line the one to sell. If you are 
not now enjoying the advantages of 
the B & C line and would like to know 
more about them, write B & C. 


BENCH VISES 


Two Types: 


No. 153 
No. 149-150 


Gray iron, finished in baked Red enamel. 
Swivel positions are easily and quickly 
attained. 

No. 149—Jaws and opening 1%," 

No. 150—Jaws and opening 2'/," 

No. 153—Jows and opening 2!/,." 


WOODWORKER'S VISE 


For every 
bench. Gray 
iron jaws, cold 
rolled steel 
guides. Finish- 
ed in booked 
Red enamel. 
%"' dia. screw. 
Acme Threads. 


No. 176—Jaws 6'/2"', 3/2" deep. Opens to 4/2" 


SAWHORSE VISE 


Holds work in hori- 
zontal or vertical 
position. Gray iron, 
finished in baked 
Red enamel. Main 
screw %" dia. 
Acme thread. 
Clamps to 2". 


No. 175-534" Jaws open to 4" 


ree BRINK & COTTON mec. co. 


33 POLAND STREET * BRIDGEPORT. CONN 

















Want to give your sales 


a shot in the arm? 


How a New York dealer put on a_3-day grand 
re-opening sale, spent $1,450 on his promotion 
and jumped sales four-fold for the 3 days. 


Alexander Grant’s Hardware, in Syracuse, N. Y., built a strong 
three-day promotion around the formal re-opening of its Erie 
Blvd. store. 

It chalked up a three-day business volume of $6500 compared 
with an average volume of $1500 the store had been doing for 
a three-day period. 

The Erie Blvd. store had been open about three years, but had 
never been dressed up or well displayed. Attached to it is the 
firm’s office and warehouse servicing the other five stores. 

The Erie Blvd. store had plenty of display potential and a 
fair amount of off-street parking area. So management decided 
to give it a good shot in the arm. 

“The results were beyond our wildest expectations,” says 
Sanford M. Freeman, advertisirg manager. 

Grant’s got behind the promotion with heavy newspaper 
advertising, spending $1300. Included were a double truck ad 
in the Syracuse Herald-Tribune and a full page in the Syracuse 
Post-Standard. 

The cost of the giveaway, signs, and other promotions came to 
another $150, making a total cost for the promotion of $1450. 
Because the event embraced all six stores, this averaged out to 
a cost of about $241 per store. 

While Grant’s featured the remodeled Erie Blvd. unit in the 
promotion, it emphasized that most of the merchandise was 
available at all stores, with the exception of certain door crasher 
items sold at the Erie Blvd. store only. 

The other five stores showed a 50 percent increase over their 
usual volume during the three-day event, said Mr. Freeman. 

Several brand name items were demonstrated at the Erie 
Blvd. store. 

One highlight of the promotion was a giveaway of groceries 
in which Grant’s tied up with a local supermarket chain. No 
purchases were required for a customer to participate. The 
winner received a month’s supply of groceries, $30 a week 
maximum. 

“This was the best giveaway we ever used,” said Mr. Freeman, 
“a matter of hitting it just right. The month’s supply of 
groceries must have had tremendous appeal.” © End 
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Personal comments make 


bills easier to settle 


Typewritten personal messages 
on monthly bills makes them easier 
for customers to pay, one hardware 
dealer believes. 


A monthly statement during the 
Easter season will find a _ type- 
written note such as, “What are 
you going to wear new for 
Easter?” It will have the name of 
a woman employee signed to it, the 
name being typed. 

in the gardening season one cus- 
tomer’s monthly statement, with 
the manager’s name signed, carried 
this message: “Don’t forget you 
are growing dill in your garden for 
me.” 

In other instances there may be 
a comment on local news or some- 
thing tied in with a casual conver- 
sation. 


Friendly sign promotes 
self-service for store 


Customers entering a western 
store see a large sign reading: 

“Hi! Please serve yourself. If 
you'd like help just let us know.” 

This sign encourages customers 
to browse, to serve themselves or 
to leave the store without embar- 
rassment if they do not want to 
buy anything at the time. 
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is @ customer for S-K/Lectrolite Wrenches 





Every customer who enters your hardware store is a prospect for socket 
and flat wrenches. The NRHA Approved S-K/Lectrolite No. 100 Wrench 
Merchandising Program gives you everything you need to turn this po- 
tential into profits. 


Designed to meet hardware space and selling requirements, the No. 100 
Program includes the fastest selling wrenches and sets that cover 90% 
of all wrench applications. S-K/Lectrolite combines superb quality with 
attractive pricing to offer the wrench industry's most outstanding values. 
Finally, this Program provides the most practical and effective wrench 
displays available. 


Hardware stores consistently get 3 to 4-time turnover with S-K/Lectro- 
lice, a major share of the volume being in big-profit wrench sets. 


Ask your wholesaler’s salesman for details of the No. 100 Program .., 
or write, wire or phone S-K/Lectrolite Tools collect! 


Don't overlook S-K/Lectrolite’s line of bigh-quality, attractively priced 
general purpose tool boxes and carpenters’ tool chests. 


: Phone Chicago, LAfayette 3-1300 or Defiance, Ohio, 3-2065 
LE'4 


TOOLS 


Dept. 1403 





3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
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Tape it easy, Mac! 


How to display tools 


for weekend mechanies 


A rotating four-sided display fixture for inexpensive hand tools 
has increased sales for Shorrock’s Hardware, Sacramento, Calif. 

The store carries top-quality lines of hand tools. But it recog- 
nizes that the weekend mechanic who uses a particular tool now 
and then does not always want to buy the best. 

Accordingly, it set up this fixture just for display of cheaper 
hand tools. 

The sides of the fixture are perforated display board. Tools are 
classified so all tools selling at one price are mounted on one panel. 
Thus each of the four panels contains an assortment of tools priced 
identically. 

It’s an attention-getting device that has been successful, store 
manager Jay Brown says. 











Tools in four different price ranges are displayed on this 
revolving unit. Each of the four sides has a complete 
line of tools at one price. 


Gold Seal Tape 
splices neatly, fast 


It has high dielectric strength without 
bulk—a big advantage in many 
splicing jobs. It’s elastic...easy to 
mold into a neat, thin wrapping. Just 
what the doc ordered for cramped 
areas, but we birds see more Gold Seal 
used for insulating cable splices than 
any other tape. High service line or 
terminal box, quality and convenience 
talk — and assure you repeat sales on 
Gold Seal Plastic Tape, in the handy 
20 ft. roll. Jenkins Bros., Rubber Div., 
100 Park Ave., New York 17. 


Plastic 


IN HANDY 

20 FOOT ROLLS 
Ten 20 ft. rolis in the 
Handy Pack can 


Single 60 ft. rolls in 
individual meta! cans 

















Gold Seal FRICTION — RUBBER — PLASTIC Tapes... 
Commercial and Specification Grades 








Convention Calendar 





conventions 


shows 


conferences 








1959 


January 
4-6 

5-7 
11-13 


12-14 


12-16 


18-19 
18-19 
18-21 

22-24 


25-26 
25-27 
25-27 


25-27 
26-27 


| 26.27 


1 26.28 


27-28 
27-29 
| 27-29 
29-30 


1-4 


2-3 





For complete details 


alphabetica 


Convention Check List 








about the conventions and shows listed below, see the 
isting starting on p. 64, Nov. 6 issue. The next 


complete listing will be in the Dec. 4 issue. 


Ace Hardware Corp., Chicago 
Minnesota Retai Hardware 
Assn., Minneapolis 
Texas Hardware & 
Assn., Dallas 
Western Reta! 
Hardwore Assn., 
Mo. 
National 
Chicago 
Massachusetts Hardware Dis- 
tributors, Inc. Annual Spring 
and Summer Show, Cambridge, 
Mass. 
Illinois Retai 
Peoria 
Louisiana Retail 
Assn., Baton Rouge 
Weed & Co. Blue Chip Mer- 
chandise Show, Buffalo, N. Y. 
International Assn. of Hard- 
wore & Implement Dealers, 
Elko, Nev. 

Bigelow and Dowse Co. Annual 
Spring Show, Needham Heights, 
Mass. 

Hibbard, Spencer, Bartlett & 
Co. 6th Annual Merchandise 
Show & Convention, Evanston. 
i. 

North Coast Retail 
Assn., Portland, Ore. 
Pacific Northwest Hardware & 
Implement Assn., Spokane 
American Hardware Supply 
Co. Merchandise Fair & Stock- 
holders’ Meeting, Pittsburgh 
Marshall Wells-Kelley How 
Thomson Co. Convention 
United Hardware Distributing 
Co. Annual Convention and 
Merchandise Show 

Indiana Retail Hardware Assn. 
Indianapolis 

Missouri Retai! Hardware Assn.., 
St. Louis 

Mountain States Hardware & 
Implement Assn., Denver 
Marshall Wells - Kelley 
Thomson Co. Convention 


Implement 


implement & 
Kansas City, 


Exhibit, 


Housewares 


Hardware Assn.., 


Hardware 


Hardware 


How 


February 


Hill & Co. 


Conterence, 


Janney, Semple, 
Annual Retailers’ 
Minneapolis 

Wisconsin Retail 
Assn., Milwaukee 


Hardware 


2-4 New York State Retail Hara- 
wore Assn., Syracuse 
4 Connecticut Hardware Assn. 
Hartford 
8-9 Tennessee Retail Hardware 
Assn., Nashville 
8-10 California Retail Hardware 
Assn., San Francisco 
8-10 Our Own Hardware Co. Mer- 
chandise Exhibit and Stock- 
holders’ Meeting, Minneapolis 
8-10.Tri-State Hardware & Imple- 
ment Assn., Amarillo, Tex. 
8-10 Virginia Retail Hardware Assn.. 
Roanoke 
8-11 Ohio Hardware Assn., Cleve- 
land 
10-12.C. Y. Schelly & Bro., Inc. An- 
nual Spring Merchandise Show 
10-13 lowa Retail Hardware Assn.., 
Des Moines 
15-16 Arkansas Retail Hardware 
Assn., Little Rock 
15-17 Nebraska Retail Hardware 
Assn., Lincoln 
15-17 Kentucky Retail Hardware 
Assn., Louisville 
15-17 Alabama i Retail Hardware 
Assn., Mobile 
15-19 Michigan Retail Hardware 
Assn., Detroit 
16-18 Pennsylvania & Atlantic Sea- 
board Hardwore Assn., Harris- 
burg, Pa. 
22-23 Mississippi Retail Hardware 
Assn., Jackson 
22-24 New England Hardware Deal- 
ers Assn., Boston 
22-24 Oklahoma Hardware & Imple- 
ment Assn., Oklahoma City 
22-24 Pacific Southwest Hardware 
Assn. West Coast Hardware & 
Housewares Show, Los Angeles 
22-24 West Virginia Hardware Assn. 
Charleston 
24-26 Hardware Assn. of the Caro- 
linas, Charlotte 
March 
1-3 J. M. Warren & Co. Spring 
Show, Troy, N. Y. 
8-10 Pacific Southwest Hardware & 
Housewares Show, Phoenix 
8-12 Gift Show, Boston 
9-14 American Toy Fair, New York 
15-17 Florida & Ge0eorgia Retail 
Hardware Assns., Jacksonville 
15-17 South Dakota Retail Hardwore 


Assn., Sioux Falls 


For complete details about conventions and shows listed above, see the Nov. 6 


issue of Hardware -Age 








HARDWARE AGE, NOVEMBER 20, 1958 


= 
© 
7 
re 
qj = 
3 
Ba 
=] 
a 
s © 
s< 
> ™ 
3s= 
ts 
° — 
= 
E i 
~~ 
° © 
Fog 
VS 
na 
<u 
wa 
= 
© 
= 


= 
_ 
3 
® 
= 
a 
® 
. 
=. 
a 
mr 
= 
= 
® 
7) 
x 
“6 
~ 
~ 
=. 
Ss 
~ 
a 
~ 
® 
Ss 
= 
~ 
® 
a 
- 
: 
= 
> 
= 
™ 
3 
o 
7) 
= 
® 
S 


3 
5 
= 
@® 
—s 
i? 3] 
a 
s 
7 
° 
3 
@ 
coe 
3 
= 
So 
< 
@ 
3 
i) 
= | 
- 
= 
J 
Qa. 
. 
@® 
“— 
=. 
= 
=. 
° 
> 
° 
< 
@® 
“= 
g 
= 
if 9] 
- 
— 
i=) 
Z 
s 
a. 
Q 


"SYUDIQ U01)DALIR—4 


19704 Y81M NON fr 20g Y24D *90f UOND.Y8O94 ON 


“papipu sab pug uoiwsimpyp ‘pazsanbas uonpmsojur yin 
sowDu fo 391 puss 40 uodnod WOW “MON UALSIOAU 





"SYUDIQ UO!jOAJES0s je;0y pues [] 


yin ( ) 









seijddng | 


Buyui00g S,Boi90Uly 7798 0} Gay ysnul NOA os};puBYyrJ0UI OY) as Puv MOUSTIH OD 









TA 
s | 2 
rit 
: 
> 











qUaUaAOLdUL BWOY 494913-b1g 4Of aoDIdJayLDP JDUOYDAN 9YT 


'dowe 


"ULIPOUL SIUWLOY PIO PUD Mau SaWoY Mau oyDU 20Y4} sJonpoLd 





Ald 


eed 4 


1015 










4 4 


ssouppy 








Old 











Tt 


jonuund pig 





ewony 











WHAT’S NEW 





(Continued from page 15) 
cookware line consists of a 10 in. 
square, all-purpose skillet and three 
saucepans in 1 qt, 1% qt and 1% 
qt sizes. An interchangeable handle 
locks to all four dishes and metal 
cradles permit immediate use at the 
table. The all-purpose dish has a 
matching cover while the others 
have clear Pyrex giass covers. A 
lower oven temperature is used for 
cooking with Pyroceram. Complete 
set lists for about $27.90, including 
handle and cradles. All items come 
in open stock. Corning Glass Works. 


For more data cir.t« Neo. 12 on postcard, p. 71 


Deluxe 18 in. reel mower 


Smooth operation and clean cut- 
ting are features of this Moto- 
Mower deluxe 18 in. reel mower. It 
is powered by a 4-cycle, 2 hp Briggs 
& Stratton engine with cast iron 
cylinder sleeve and recoil starter. 


Magic Touch controls are at the 
user’s fingertips. The 6 in. reel is 
made with precision ball bearings 
and the cutting height is adjusta- 
ble from % to 1% in. The rugged 
mower also has oversized semi- 
pneumatic tires and deluxe roller. 


Moto-Mower, Inc. 
For more data circle No. 13 on postcard, p. 71 


Pull-down light fixture 


Homeowners who like colonial 
design will want this Moe Light 
pull-down fixture in hand blown 
opal glass and highly polished 
brass. This fixture is 16 in. in di- 


68 





ameter, 13 in. high. Reel adjusts 
from 21 to 56 in. overall. Turn 
switches control two 100-watt 
bulbs. Special introductory retail 
price $39.95. Thomas Industries, 
Ine. 

For more data circle No. 14 on postcard, p. 71 


Hammer has replaceable tip 


A feature of the No-Mar plastic 
hammer line is screw-in replace- 
able tips which will not mark nor 
damage finished surfaces. Offered 
in three grades: No. 1, soft (red) 
plastic tip; No. 2, hard (green) 
plastic tip and No. 3, very hard ny- 
lon (cream) tip. All sizes from 5 


oz to large 2-lb model. Hunter Tool. 
For more data circle No. 15 on postcard, p. 71 


Simplified hex fasteners 


Stock control can be simplified 
with this hex bolt and hex nut 
which can replace four types of 
fasteners. The six-sided unit per- 
mits faster, easier wrenching under 
confined conditions. Nut is double 
chamfered, double countersunk in 


popular diameters. Hex bolt is 
washer faced in popular sizes to 
improve bearing face of the bolt 
and to ease head wrenching. A 6- 
or 12-point socket wrench can be 
used. Made to ASA dimensions 
these fasteners are offered in stand- 
ard packaging. Russell, Burdsall & 
Ward Bolt & Nut Co. 


For more data circle No. 16 on postcard, p. 71 


Permanent air filter 


Easy maintenance is the main 
feature of this permanent electro- 
static air filter for heating, ven- 
tilating and air conditioning sys- 
tems for residential or commercial 
use. An electric vacuum cleaner 
is powerful enough to remove dust 
from this new Pliotron CR filter. 
It is a lower cost durable version 
of the 1956 Pliotron filter and fills 
the need for a special filtering job 
between ordinary and heavy duty 


filters. The one inch unit comes 
in seven sizes from 10 x 10 in. to 
20 x 25 in. Other sizes are avail- 
able on order. Goodyear Tire & 
Rubber Co. 


For more data circle Ne. 17 on postcard, p. 71 


Circular saw blade line 


Here’s one of three new circular 
saw blades in the Heinemann line. 
Gold Dot rip, cross-cut and com- 
bination blades are all fabricated 
with the object of minimizing whis- 
tle and scream and eliminating vi- 
bration. Vibration dampeners are 
copper inlays inserted at the base 
of each expansion slot. Tips are 
made from quality carbide and 
tungsten alloys and locked in for 
extra durability under all cutting 
conditions. Sizes range from 3 to 
36 in. diameters and thicknesses 
from .025 to 7/16 in. Tooth spac- 
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YOU JUST 
DON’T PULL 


QUALITY 
OUT OF 
A HAT 


You can't pull quality out of a hat! Quality is not a “sleight of 





hand” trick ...it is more than a claim! Zenith's unique Quality 
Assurance Division is just one of many examples of Zenith's 
determination to maintain the highest possible quality standards. 


Paying attention to the details—checking and 
double-checking consumer products—this goes 
on day after day at Zenith just to make sure 
there is no “sleight of hand”’ about Zenith quality! 

In addition to Zenith’s famed Quality Control 
Department, which is responsible for thorough 
checking and control of quality throughout pro- 
duction, there is a unique division at Zenith that 
started many years ago. 

It is Zenith’s Quality Assurance Division that 
virtually provides a personal or “‘consumer test”’ 
under the supervision of Zenith’s top manage- 
ment. This enables Zenith to make an inde- 
pendent type of audit on quality. 





Zenith’s Quality Assurance Division was set 
up to formulate and guide a complete quality 
program from supplier to finished product. This 
unique division has the authority to halt produc- 
tion at any time if quality is judged below 
Zenith’s standards. 

Some may think that Zenith’s Quality Assur- 
ance Division is a duplication of other rigid qual- 
ity controls, but at Zenith the guidance of a 
complete quality program by Quality Assurance 
is a way of life—another indication of Zenith’s 
determination to maintain the highest quality 
standards and to make sure that at Zenith “‘the 
quality goes in before the name goes on.”’ 


1 LLL hae pete 


BEFORE THE NAME GOES ON 


Zenith Radio Corporation, Chicago 339, Iilinois 


40 years of leadership in radionics exclusively. The Royalty of television, stereophonic high fidelity instruments, phonographs, radios and hearing aids. 
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ing available from % in. pitch and 
up. Heinemann Saw Corp. 
For more data circle No. 18 on postcard, p. 71 


Brush attachment for vacuum 


This air powered revolving brush 
attachment will add the rug clean- 
ing power of an upright to any 


Universal cleaner. A turbine in the 
housing driven by normal suction 
powers a brush that picks up lint 
and litter while restoring the nap 
of the rug. Suggested list: $19.95. 
Home Cleaning Div., Landers, 
Frary & Clark. 


For more data circle No. 19 on postcard, p. 71 


Three-wheel rotary mower 


The Reo Pivotrim is an all-pur- 
pose rotary power mower designed 
to eliminate most hand trimming. 
Designed for lawns bordered and 
broken up by trees, shrubs and 
flower beds, it has a caster-action 
front wheel for quick pivoting with 
fingertip pressure on handle. It 
will move into tight corners, swivel 


70 


around trees and bushes without 
lifting off ground. Mower has 21- 
in. cutting width and snap-on 
mulching cover. One lever starts, 
chokes, idles or throttles the 4- 
cycle engine. Two snap levers ad- 


just height. Appliance Div., Motor 
Wheel Corp. 


For more data circle No. 20 on postcard, p. 71 


Radiant gas wall heater 


This Pin-Up radiant gas heater 
is an unvented model with two- 
tone porcelain enamel finish and 
anodized gold trim. Control cen- 
ter is accessible from the front for 
ease and convenience in tempere~ 
ture selection. Radiant is made 
of high-temperature, non-breakable, 
stainless steel alloy that glows red 
in two seconds while cabinet top 
and sides remain cool. Attaches 
to wall with four screws and may 
be used with natural, manufactured 


or L. P. gas. Heater complete with 
conversion kit. Temco, Inc. 
For more data circle No. 21 on postcard, p. 71 


Plastic-lined portable cooler 


Neck-to-base insulation of rugged 
Therma-Lock polystyrene is a fea- 


ture of Snowlite food and beverage 
jugs. Bead-type insulation is ex- 
panded and fused to form a tough 
shell which surrounds inner liner. 
This insulation will not sag, pack, 
absorb moisture or deteriorate. Ab- 
sence of metal -to-metal contact 
further insures high thermal effi- 
ciency. Faucets are of unbreakable 
nylon with metallic finish. Stainless 
porcelain enamels are snow-white, 
rinse clean in seconds and are im- 
pervious to boiling hot or ice cold 


liquids. Coleman Co., Inc. 
For more data circle No. 22 on postcard, p. 71 


Improved D-handle grip 


Here’s a new design D-handle 
shovel grip. This grip is grooved 


along both sides to receive a half- 
round steel retainer strip which 
fits in grooves and locks in steel 
caps at either end. Wide and flat 
outer surface of grip is designed 
to comfortably fit hand. Full inter- 
locking steel and wood construc- 
tion can’t turn. Wood Shovel & 
Tool Co. 


For more data circle No. 23 on postcard, p. 71 


(Continued on page 74) 
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and address on post card. 
Please use this P. O. 
Box Address for Quick 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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MONEY MAKERS! 


"0! DIC PAKS 
Bright Wire 


Now you can put your bright wire hardware sales on a paying basis. . . 
without adding extra counter space or bulky display units! 


Neat, compact Hindley Pic-Paks save up to 
60% more space over plastic bags or other 
counter-crowding containers . . . enable cus- 
tomers to select their needs quickly and 
easily. Complete assortment of screw eyes, 
cup hooks, screw hooks, curtain rod hooks, 
gate hooks, shoulder hooks, and clothesline 
hooks may be ordered as individual units or 
as part of compact display rack. 


Cash in on Pick-Pak profits now. Order a 
complete supply or rack refills today from 
your wholesaler. 


Hindley Pick-Pak 
No. 36 Display Rack 
Assortment 


HINDLEY MANUFACTURING COMPANY 
indley | Cumberland, Rhode Island 


1897 
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WHAT'S NEW 
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(Continued from page 70) 


Gold finish switch plate 


Homeowners who want highly 
decorative switch plates will want 








these Orna-Metal models made from 
jewelers zinc aluminum and fin- 
ished in 24-karat copper - nickel 
gold, or in hammered black. They 
are lacquered to protect finish and 
are offered in single, double or du- 
plex outlet types. Individually 
packed in visual envelopes, they are 
offered in single, double or duplex 
outlet types. Retail, single or du- 
plex about 88¢, double plate $1.25. 


Southern Fabricators Corp. 
For more data circle No. 24 on postcard, p. 71 


Marine type signal horn 


Designed for boating, the B-B 
signal horn is usable whenever 
signals are needed. Pow-R-Pak 
containers are filled with Freon to 
supply energy for horns. Horn is 
attached to Pow-R-Pak by screwing 
coupling on horn valve to threaded 
fitting on the can. Extra loud B-B 
signal horn kit includes two non- 
toxic, non-flammable Pow - R - Pak 
containers and wall bracket. Every- 
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thing back of trumpet is brass. 
Suggested retail price $10.95. Pow- 
R-Pak refills at $1.19 for 8 oz. and 
$1.69 for 15 oz. Blu-Burn-R Prod- 


ucts, Ine. 
For more data circle No. 25 on postcard, p. 71 


24-in. rotary riding mower 


Designed to appeal to the econ- 
omy-minded customer is this mower 
with automotive-type full gear 
transmission with precision, heat- 
treated gears running in oil. Mower 
has heavy-duty chain and sprocket 
drive, one forward and one reverse 
speed. Engine is 314 hp, 4-cycle 
unit with recoil starter. Mower has 
knuckle-guard tubular steel handle- 





bars which are adjustable. Wheels 
have semi-pneumatic rubber tires. 
Retails at $179.95. Quick Mfg., Inc. 


For more data circle No. 26 on postcard, p. 71 


Invisible plastic corner 
Frame-Ups are an invisible plas- 
tic corner stay designed to hold 
pictures permanently in place. They 
fit any standard-size frame. Frame- 
Ups are removed from card, at- 
tached to two lower corners of pic- 
ture frame and set in place. New 
adhesive on back of stays fastens 
them immediately and allows them 
to be adjusted or re-used. May be 
used for most anything that hangs 


on walls. H.A.L. Enterprises. 
For more data circle No. 27 on postcard, p. 71 


Light, windproof lighter 

Super Windlite is a low-priced, 
featherweight, windproof lighter. 
It is streamlined for easy handling 
and filling. Stays lit in an 18 mph 
wind. It has a lifetime fibreglass 
wick and large fuel capacity. Coun- 
ter display carton holds 6 lighters 





in see-through covers with sporting 
scenes. Retails around $3.50. Ron- 
son Corp. 


For more data circle No. 28 on postcard, p. 71 


Two-color chain saw line 


Here’s the GL-7RP model Rem- 
ington chain saw. It is a pinchless 
bow model with gear transmission 
and is offered in cedar red or birch 
white finish. One other gear trans- 
mission model is offered in the 
1959 line as well as two direct drive 
models. GL-7RP has 9/16-in. pitch, 
.077-in. tang chain. Diaphragm 
carburetors, automatic rewind 
starters and 4-pt fuel tanks are 





other features. Remington Arms 


Co. 


For more data circle No. 29 on postcard, p. 7! 


Under-cabinet kitchen bracket 


Owners of Dazey kitchen acces- 
sories will be customers for this 
under cabinet bracket designed to 
accommodate all Dazey products. 
The bracket slides back out of sight 
under recessed cabinet (another 
bracket is available that folds 
back), and fits wood or metal units. 
Adaptors are available to fit any 
size or shape cabinet. Sells for 
$4.95. Dazey products that fit this 
bracket include can opener, ice 
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ACCLAIMED BY HARDWARE + PAINT - LUMBER . SELF -SERVE STORES 


a O°) Ce OP 


Southbridge, Mass., U.S. A. 


You Gotta Digplay Em to Sell Em, 


COLUNMBIAN 


The sale you make is the sale that counts—and only Colum- 
bian offers four “sales-maker” rope merchandisers to speed 
your rope turnover. Real attention-getters, they are a buy- 
ing invitation to everyone who enters your store. And the 

display a maximum of rope in a minimum of space. Ask 
your Columbian Distributor about getting these mer- 
chandisers to increase your rope sales and boost your 


monthly net. 


MERCHANDISER 257 is a complete 
rope department in one compact unit. 
Holds 6 Colpack cartons with a variety 
of ropes, including two 100 Ib. cartons; 
or 6 full reels plus two 25 Ib. reels. 
Easy dispensing — rope feeds through 
guides to simple, accurate measuring 
device, is quickly cut to any length. 
5414” long — 4414” high, 231%." deep, 
plus 124%” high sign. 


The COLUMBIAN COLPACK ROPE RACK 
is the best way to stock rope in smaller 
sizes. Holds one Colpack 25 Ib. carton 
and two Colpack 50’s. Top shelf for 
water-ski rope, small coils or twine. 
Needs only 20” by 30” floor space. 











The PICK-ME-UP self-service merchan- 
diser offers 50 ft. and 100 ft. Colum- 
bian Manila Rope Coils packaged and 
ready to go. Top shelf for ski-rope or 
other Columbian ropes. No measuring 
— no cutting — no weighing — the cus- 
tomer does the work! 22” x 22” x 54” 
— occupies less than 4 sq. ft. of floor 
space. Rope sizes; 4”, 3%”, V2”. 


COLUMBIAN DISPLAY RACK holds 3 
reels of Columbian Stabilized Nylon 
Rope or Columbian High-Tenacity Poly- 
ethylene Rope in the popular 4", 3%” 
and 2” diameters. Fits easily on shelf, 
counter, or on top shelves of Pick-Me- 
Up and Colpack Rope Rack. 


COLUMBIAN Rope Company 


Auburn, “The Cordage City,” New York 
The Man Who Knows The Ropes Says, ‘‘Columbian!” 














WHAT’S NEW 





crusher, juicer and so on. Dazey 
Corp. 


For more data circle No. 30 on postcard, p. 71 


Hose couplings and menders 
The re-usable Klampon is an eas- 
ily used item which user inserts in 
hose and presses for leak-proof 
mend. Male coupling converts hose 
into a male coupling instantly by 
pressing lever. Female coupling 
does similar speedy job. Mender, 
male coupling and female coupling 
are furnished in three popular hose 
sizes, 7/16, % and %-in. Special 
merchandise unit including a free 


display is offered. Franklin Metal 
& Rubber Co. 


For more data circle No. 31 on postcard, p. 71 


Bi-fold hardware sets 


Two new Bi-Fold door hardware 
sets are offered to make bi-fold 
doors more functional and trouble- 
free. One set has surface mounted 
hardware for closet application and 
for use with plywood or particle 
board doors (3% in. to 1% in. 
thick). The second set has con- 
cealed hardware, best for passage- 
way doors 1 in. to 1% in. thick or 
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WRIGHT'S FAMOUS ROOSTER 
IN A NEW SETTING 


any application where concealed b FVE e ." : TW ST ¥ 


hardware is desirable. Stanley 
Hardware, Div. of Stanley Works. 


For more data circle No. 32 on postcard, p. 71 4 FTTI i G 


Automatic hose nozzle 
This lever spray model K-500 


has positive spray lock and is con- Skveten es : SR See 
eae ee gel 
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trolled by turning knurled nut to | 
spray pattern wanted. Features in- | 
clude comfortable angle for hold- | 
ing, long handle and finger grips. | 
This model lists at $1.49. Others | 
at $1.59 and $1.95. Kay Products 
Industry. 

















WRIGHTLINE HEXAGONAL 
(Poultry) NETTING comes to you 
perfectly straight and flat, and 
stays that way. No sags. No bulges. 
Stretches more easily. WRIGHTLINE 
reverse twist netting with reinforc- 
ing line wires. 


— 


For more data circle No. 33 on postcard, p. 71 


Anodized aluminum mail box 


King Size 700 Series mail box 
holds all magazines and mail inside 


Prompt delivery from stocks in Wor- 
cester, Chicago, Atlanta, New Orleans, 
Dallas, Los Angeles, San Francisco and 
Portland, Oregon. 


industrial Wire Cloth © Standard Hardware Cloth © Hexagonal Netting ® Wire 
Strand © Woven Wire Lath ®© Welded Fabric @ Screen Cloth ® Gutter Guards 


G. F. WRIGHT STEEL & WIRE CO. 


Worcester 3, Massachusetts 
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THERE’S STILL TIME TO REORDER 


Welle. TOOLS 


FOR CHRISTMAS SALES! 


“i SUNDAY NEWSPAPERS - 


‘November 30 and December a 


PIU WATIONAL IMPACT WHERE IT COUNTS ...IN- 


eR PR Rw 


Use this tie-in display 


; oe On your counter! 
Don’t miss out on sales of Weller people right in your area during the : 


Tools because of depleted stocks. next few weeks—with Mickey Mantle 
Remember, Weller’s big nationwide as your star salesman. Get your 
campaign will reach thousands of — share of Weller Christmas business. 


Model 8100 Model 8250A Model 8250AK Model 700 Model 700K Model 800 
Soldering Gun Sovdering Gun Soldering Kit Power Sander Sander Kit Sabre Saw 


ss gts ggés 1G ABBE | Shines free to as 
Wholesalers listed on the facing page can fill your Christmas needs now ! z. participating dealers | 


WELLER ELECTRIC CORP. * 601 Stone’s Crossing Rd., Easton, Pa. 
78 HARDWARE AGE, NOVEMBER 20, 1958 




















There’s still 
ind to 
reorder 


Allen & Jemison Co. 





Arizona Hardware Co. 


American Wholesale Hardware Co. 


Austin Bros. Ltd. 
Albany Hardware Co. 
Athens Hardware Co. 


Ace Hardware Corp. 


Auburn Hardware Co. 


Armstrong, C. E. & Son 

Anderson & Ireland Co. 

Albany Hardware & Iron Co. 
Allison-Erwin Company 

American Hardware & Equipment Co. 
American Hardware Supply Co. 


Agnew Hardware Co. 
Aliensworth-Carnahan 


Amariiio Hardware Co. 
Allen (Walter H.) Company 


Bluefield Supply Co. 


Bailey-Spencer Hardware Co. 
Banner-Wholesale Hdw. Co. 
Black Hardware Co. 

-Cortes Hardware Co. 
hica Hardware Co. 
Barker Chadsey Company 
Hardware Co. 
Buhrman-Pharr Hardware Co. 
Budrow Hardware & Company 
Baker & Hamilton Hardware Co. 
Banner Hardware Distr. Co. 
The Bronson & Townsend Co. 


Berin 
Boca- 


Basche-Sa 


Baird Hardware 


A. N. Brady Wholesale Hardware Co. 
Hardware Co. 


Beck & Gr 


Barrett Hardware Co. 


sigelow & 


self & Lustig 








Conron tnc. 


Blumberg Co., 
Thomas Bradley 
Brown-Rodgers Dixson Co. 
W. Bingham Company 
Bostwick-Braun 
sone Hardware Co. 
{ 


inc. 


Boetticher & Kellogg Co. 

slish Mizie & Silliman 

Belknap Hardware & Manufacturing Co. 
Bauer Hardware Company 

Soston Supply Co. 
wse Company 
Say City Hardware Co. 
Suh! Sons Company 
Baird & Company 


Bluefield Hardware Co. 

California Hardware Co. 

Coeur D'Alene Hardware & Foundry Co. 
Cotter & Company 


Cuttler Hardware Co. 


Clark Hardware Co. 


Canton Hardware Co. 


The Chillicothe Hardware Co. 
Crescent Supply Co. 

Charleston Hardware Co. 
Chariottesville Hardware Co. 
Corpus Christi Hardware Co. 
Clark Hardware Company 
Crisman Hardware Company 
Dunham Carrigan & Hayden Co. 
eg San ay say — Co. 
., ine. 
Drake Hardware Co. 
Doherty Hardware Co., Ltd. 
Son 
Del-Mar-Va Hardware Corp. 
Decatur & Hopkins Compa 
Delta Wholesale Hardware 
Donnan Hardware Company 
Edwards & Walker Company 
Emery-Waterhouse Company 
The Elder-Conway Hardware 
Fones Bros. Hardware Co. 
Fetterman Hardware Co., 
ee 


Davis Supply 





John Duer & 


Fries Beall & 


Florida Hardware 
Frederick Tradin 


Franke 


sarehime 


( 
( 
( 
( 
a we Inc. 
G 
{ 
{ 





Greer & Lain 


Harper-Renydels Hardware Co. 


Co. 

Feltus Bros. Hardware Co. 

S. Federbush Compan 
Foster-Thornburg Hardware 

F. G. Foster Company 
Findlater at 

ne. 

Fulton Mehring & Hauser Co. 
Frankfurth Hardware Company 
rp. 
seneral Mdse. & Hardware Co. 
seneral Mercantile & Hardware 
sates Hardware & Supply Co. 


soshorn Hardware Co. 

raves Humphreys Hardware Co. 
sannaway & Company 
salbraith Steel & Supply Co. 
Gulf Hardware Company 


Welle TOOLs 


Hoffman Hardware Co. 

Hassco Hdw. & Steel Supply Co. 
Homes Hardware Co. 

S. B. Hubbard Company 
Hubbard Spencer Bartlett & Co. 
Haw Hardware Company 

The Haynes & Chalmers Co. 
Hall & Knight Hardware Co. 
Geo. Hubbard Hdw. Co. 
Henderson & Baird Company 
Herzog Supply Co. 

Harris Hardware & Supply Co. 
Herr & Compan 

Hunt & Mottet Company 


Higginbotham-Pear! Stone Hardware Co. 


Huey-Philp Company 
Heitmann Company 
House-Hasson ne Co. 
W. C. Hack & Son 
W. H. Hubbs sy Compare 
idaho Hardware 
lIfeld Company 

Irving Hardware Company 
Jernigan Hardware Company 
Janney-Semple-Hill Company 
Jensen-Byrd Company 

Key Hardware Company 

G. G. Knock, Inc. 

Knight & Wall Company 

King Hardware Company 
Kretschner-Tredway Company 
Knapp & Spencer Company 
Krevalin Hardware Company 
Korber, J. & Company 

Kruse Hardware Company 
Kiefaber (W. H.) Compan 


Krause (Geo.) Hardware Company 


Kennedy Wholesale Hardware Company 


Keith-Simmons Company 
Long-Lewis Hardware Company 
Lewers & Cooke, Ltd. 

Lee Hardware Company 

Larrabee (John E.) Company 
Lowenstein & Sons 

Lowe (Geo. A.) Company 
Moore-Handley Hardware Company 
McGowin-Lyons Hardware & Supply 
Mindell Hardware Company 

May Hardware Company 

Morehouse & Wells Company 
Monroe wi Company 

McKee (R. D.) 

Meisel nerduaeet & Supply Company 
Morley Bros 

Marshall-Wellls Company 

Miller Wholesale Hardware 

Marshall (A. H.) Company 

Myers (M. P.) & Company 

Monroe Hardware Company 
Murchison, (W. W.) Com 
Miller (C. H.) Hardware 
Morse Hardware Company 
Momsen-Dunnegan-Ryan Company 
Morrow- Thomas Hardware Company 
Mitchell-Powers Hardware Company 
Morley-Murphy Com & 

McClung (C. M.) & 


mpany 


pany 
Nusbaum Wholesale aentaase Company 
Northern Hardware & Supply Company 


Newark Specialty Company 
Nelson Hardware Company 
Nash Hardware Company 


National Hardware & Supply Company 


Ohio Valley Hardware Company, Inc. 
Ogilvie Hardware Company, Inc. 
Our Own Hardware Company 


O’ Neill-McNamara Hardware Company 


Onondaga Hardware Company, inc. 
Odell Hardware Company 
Oklahoma Hardware Someehy 
O'Connell (J. T.) —. Inc. 
Orgil! Bros. & Compa 
Page, Steele & Flagg Company 
Philips Hardware up 
Paris-Dunlap Hardware 
Peeler Hardware Company 
Pierce Hardware Company 
Planters Hardware Company 
Paxton & Gallagher Company 

nix Hardware Company 
Piedmont Hardware Company 
Peden Iron & Steel Company 
Pottsville Supply Company 
Persinger Supply Company 
Pritziaff, John) Hardware Company 
Rome Hardware Company 
Rodiey Com 


mpany 


Richards & Scene Hardware Company 


Roberts Hardware Company 
Rabinowe, E. & Company 

Reilly Bros. & Raub 

Richmond Hardware Company 
Roanoke Hardware Compan 
Roberts, Sanford & Taylor = 


umbing Company 


ply Company 


from any of 
these 
wholesalers 


Richardson (W. H.) Company 
Schelly (C. Y.) & Bros. 
Swank Hardware Company 
Shields & Bro. 
Supplee-Biddle-Steltz Company 
Superior-Sterling Company 
Schwabacher Hardware Company 
Seattle Hardware Company 
Salt Lake Hardware Company 
Strevell-Paterson Hardware Co. 
Strong Hardware Company 
Sabine Supply Company 
San Antonio Machine & Supply Co. 
Straus-Frank Company 
Schoellkopf Company 
Southern Supply Company 
Stichter Hardware Company 
Scoft (Chas. B.) Company 
Small P. A. & S. Company 
Smith (W. H. 
Stearns (F. C.) Hardware 
Stratton Terstegge Company 
Simons (S.) Hardware Company 
Summers Hardware & Supply 
Speer Hardware Company 
Southern Hardware Company 
Seller Bros. & Company 
Sloss & Brittain 
Sechtman Hardware Company 
Siviter, Clark Company, Inc. 
Spicola Hardware Company 
Sheffield Hardware Company 
Sharp-Horsey Hardware Company 
Smith (T J.) Wholesale Hardware Co. 
Semmes Hardware Company 
Schafer Company 
Schlatter Hardware Company 
Sterling Hardware Company 
Stratto-Baldwin Company, Inc. 
Smith-Winchester Company 
Schaberg-Dietrich Hardware Co. 
Saginaw Hardware Company 
Soo Hardware Company 
Stone Hardware & Supply Company 
— Hardware Company 
Smith (Chas. J.) & Company 
Sawyer, J. E. & Company 
Sickels-Loder, Inc. 
Silver (Nathan) & Company 
Smith Bros. Hardware Company 
Strange-Jones Hardware Company 
Teague Hardware Company 
Thomson-Diggs Company 
Towers Distributing Company 
Tenk Hardware Company 
Townley Metal & Hardware Co. 
Tryon, E. K. Company 
Tips (Walter) Company 
Tyrrell Hardware Compan 
Union Hardware & Metal 
Van Camp Hardware & Iron 
Van Deren Hardware Company 
Valley Supply Company 
Virginia-Carolina Hardware Co. 
Vermont Hardware Compan 
Van Hoogenhuyze (Wm .) HardwareCo. 
Wimberly & Thomas Hardware Co. 
Williams Hardware Company 
Western Metal Supply Company 
Whitehead Hardware Company, Inc. 
Woodward Hardware Company 
Williamson (Ben) & Company, Inc. 
Woodward, Wight & Company 
Waite Hardware Company 
Wetherbee (Geo. C.) & ae 
Wyeth Company 
Witte Hardware Corporation 
West Plains Hardware Company 
Winter Hardware Company 
Wright & Wilheimy Company 
Willis (R. F.) & Company, Inc. 
Weed & Company 
Weiland (Chas.) Inc. 
Worth Hardware Company 
Wardwell Hardware Company, Inc. 
Wyatt, Job. P.) & Sons 
Worthington, (Geo.) Company 
Wagner way Company 
ertz (C. F.) & Company 
Williams UJ. A.) Company 
Watters & Martin, Inc. 
Worthington Hardware Gemeees 
West Texas Wholesale Supply Co. 
Watts Hardware & Supply Company 
Wadel anes Hardware Company 
Weakley-Watson 
Wiant & Barr Hardware Company 
Wallace Hardware Company 
Watkins-Cottrell Company 
Young (M. S.) & Company 
Yakima Hardware oe 
ew M 


mpany 


York Paint& mg 
Zork Hardware Co., N 
Zork Hardware Co.., + soni 


exico 


WELLER ELECTRIC CORP. - 601 Stone’s Crossing Road - Easton, Pa. 


any, Inc. 
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WHAT’S NEW 








the box. Comes in five color combi- 
nations that won’t rust or tarnish. 
A free engraved name plate comes 
with each box. The customer for- 
wards the blank plate and the fac- 
tory returns it with name engraved. 
Retails at $7.50 with generous deal- 
er discount and transportation al- 


lowances. Macklanburg-Duncan Co. 
For more data circle No. 34 on postcard, p. 71 


Plastic salt, pepper shaker 


These decorative Kopper Kettle 
salt and pepper shakers are shaped 





like old-fashioned copper kettles. 
They are made of high impact 
styron plastic coated with gleam- 
ing, tarnish-proof copper-like fin- 
ish. Pepper shaker has black P 
and salt shaker a white S. Strong, 
non-slip concealed suction lids lock 
eontents against spillage. Set re- 


tails at $1. Davis Products Corp. 
For more data circle No. 35 on postcard, p. 71 


Outdoor faucet attachment 
This low cost drinking faucet at- 

tachment for outdoors screws quick- 

ly on existing hose bib without in- 














Inc., for the first 
of 1958 are over the same 
period in 1957. 


Why? Because oneaty mer- 
chandising and sensible RETAIL 
prices put hand tool users in a 
—— mood. If you are one of 

FULLER MUTUAL COOPERA- 
yee FRANCHISE JOBBERS, your 
sales of Fuller Tools are ahead 


.<— AGAIN 
FULLER PROVES THAT 


DYNAMIC MERCHANDISING 
AND EXCEPTIONAL VALUES 


emember, aggressive merchan- 
dising is resulting in more tool 
sales. FULLER merchandising 
and good values will work for 
your Company. 


If you are interested in the 
FULLER MUTUAL COOPERATION 
FRANCHISE, drop us a line and 
we will have one of our factory 
men visit with you and give you 











the complete story. Fuller Tool 
Company, Inc., 3522 Webster 
Avenue, New York 67. 


of 1957. If you are not a FULLER 
MUTUAL COOPERATION FRANCHISE 
aay 77. are missing out. 











rm NO MATTER HOW YOU 
ES LOOK AT IT... 


. « . there's nothing just like X-l-M FLASH 
BOND to make paint adhere fimly and longer 
to almost any type of surface. Yes... 


USING 


FIRST 
MAKES PAINT LAST 


eNO SANDING REQUIRED. It saves 
sanding and tacking off time between the 
primer coat and finish coat. 

e ACTS AS A RUST INHIBITOR. When 
applied over slightly rusted surfaces or 
where loose rust has been removed it 
stops progressive action of rust. 

@ IMPARTS FLEXIBILITY TO FINISH 
COATS. Resists damage to finish due to 
weather changes. Helps to resist dulling, 
chipping, peeling, flaking. 








YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 


It is not “just another primer” . . . it’s in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something bow 
will make paint “‘stick,"’ will stop peeling, popping, blistering ... 
dently recommend X- i-M FLASH BOND. Ask about our Special Dealer 
Assortment and Sales Helps. 


H. FORSBERG COMPANY 





WHAT’S NEW 


terfering with normal faucet use. 
Fountainette 200 is made of 
chrome-plated brass. Bubbler is 
adjustable for direction and volume 
of stream. A _ bubbler shield is 
available as an accessory. List 
price $7.35. Haws Drinking Faucet 
Co. 


For more data circle No. 36 on postcard, p. 71 





Maintenance-free trellis 


No painting or other mainte- 
nance is required for this trellis 
made of 12-gauge aluminum wire. 
The versatile trellis supports climb- 
ing flowers and vines outside and 
also is useful to make colorful room 
dividers, patio shields or for out- 
door panels on doorways, porches 
and windows. The Red Tag trellis 
is 24 in. wide and comes in 8 and 
10 ft lengths. Packed in a self- 
selling display carton. Cyclone 


Fence Dept., 
Wire Div., 
Corp. 

For more data circle No. 37 on postcard, p. 71 


American Steel & 
United States Steel 


Portable electric can opener 


Women who like color in their 
modern kitchen accessories will buy 
the Rival Can-0O- Matic portable 
electric can opener which is now 
offered in red, yellow, pink, tur- 
quoise, black and white. Triple- 
plated chrome can opener and re- 
tractable legs add to style. Re- 
tractable legs allow opening extra 
tall juice cans without moving unit 
to counter edge. Retails at $24.95. 
Rival Mfg. Co. 


For more data circle No. 38 on postcard, p. 71 


(Resume reading on page 16) 
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Ring the sales-bel 
every time... 


with the complete Corbin line of sliding door locks 


Fix 


NEW! Sliding 
Glass Door 
Lock 


02289 * 


These fine quality Corbin locks pro- 
vide job-perfect answers for sliding 
door applications — display cases, 
cabinets, show cases, trophy cases, 
medical lockers, hobby collections, 
tool cabinets. 


Locks illustrated are all brass and, 
except 02285, are all pin tumbler 
construction. All are push bolt types 
(except 02289). with brass strikes 
furnished. Two keys with each lock. 
For full information, dimensions, 
other data, consult your CCL Dis- 
tributor, or write direct. Corbin 
Cabinet Lock Division, The Amer- 
ican Hardware Corporation, New 
Britain, Connecticut. 
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FEATURES: 02289 — New sliding 
glass door lock. 5-pin tumbler for 
maximum security. 3 locking posi- 
tions for glass overlaps of 1”, 14”, 
1%”. Adjustable clip fits standard 
clearances. Satin chrome finish. 


02291 — For thickness of material 
%” regular; 1%” available. Can be 
masterkeyed. To federal specifica- 
tions F F-L-486 Type 970. 


02291L — For thickness of material 
%” regular; 1%”, 1%” available. 


2”x1” strike. May be locked in open 
position . . . pin in bolt prevents 
forcing of doors. 

02291X — For thickness of material 
1%” (bolt throw 4%”). Also %” and 
1%” (bolt throw %”). 

02290 — For thickness of material 
%” regular, 1%” to 1%” available. 
To federal spec. FF -L-486 Type 970. 
02285 — Ward construction. For 
thickness of material %” regular, 
1%” available. 


CORBIN CABINET LOCKS 





Patent Pending 


New! “The 
EXTENSION LADDER 
with the STEPLADDER 
STEPI" Easier to 
work on, less tiring. 
These Wide-Tread 
Straight and Exten- 
sion ladders have 
reeded 2'/,"' step- 
rungs welded to 
1-Beam channel 
side-rails . . . inter- 
lockirg sections for 
safety and sliding 
ease. Equipped with 


rope, ley and 
spestalle-detened locks. 


MAGNESIUM 
LADDERS 


Outiast . . . outperform other ladders 
* So light a 40-ft. ladder can be easily 
handled by one man 

¢ Stronger than any other metal ladder, 
pound for pound 

* Precision enginee 

¢ Fireproof, rustproof, corrosion end shock 
resistant ; 

* Non-magnetic, non-smudging, non- 
sparking 


Write for full information, catalog ond 


prices on complete metal ladder line, and 
other household products. 


V, 07 HITE METAL ROLLING 


« STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, N. Y. 
Plants: Warsow, Ind., & Brooklyn, N. Y. 
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(Continued from page 16) 
bell, school bells, steel tea bells and 
“call the kids” bells. Bevin Bros. 
Mfg. Co. 


For more data circle No. 39 on postcard, p. 71 


Brush demonstrator package 


Customers can get the feel of 
American’s paint brushes without 
destroying this new Flip Top pack- 
age. The brush is easily slipped 
forward enough to feel the bristles 
and returned. Assortments of bris- 
tle and Tynex brushes are available 
in Flip Top packaging and come 


complete with free four-color dis- 
play rack. American Brush Co., 


Ince. 
For more data circle No. 40 on postcard, p. 71 


Toy display idea booklet 


“Better Toy Merchandising With 
Spacemaster” is the title of a 12- 
page, 2-color booklet with tips on 
toy merchandising and how to con- 
vert existing fixtures at seasonal 
merchandising. It outlines play 
interests of children at different 
age levels. It shows counter, table, 
shelf and wall applications of fix- 
tures for toy display. Reflector 
Hardware Corp. 


For more data circle No. 41 on postcard, p. 71 


Hose and sprinkler display 

The 1959 line of Resinite garden 
hoses and sprinklers is shown in 
this easy-to-use sample display 
which fits conveniently into a brief- 


et e s * 
Sorkes Resinite 
HOSE and 
SPRINKLERS 


FE 


SAI SHIT OO ee - 
ee 


None Bemwrced Hose 





case when folded flat. It can be 
used upright for counter display. 
Back of display carries water-flow 
chart, showing amount of water 
carried in a given time by hoses 
of different diameters. Borden 
Chemical Co. 

For more data circle No. 42 on postcard, p. 71 


Drill attachment catalog 


The complete 1959 line of Arco 
drill attachments and sawblades is 
shown in this 12-page two-color 
catalog. The new Arco price list 
has also been issued. Arrow Metal 
Products Co. 

For more data circle No. 43 on postcard, p. 71 


Carburetor cleaner display 


Gumout-PMO is a special cleaner 
for all types of small two and four- 
cycle engines. It is used to clean 
the carburetor and fuel system 
while the engine is operating. This 
Gumout cleaner s shipped in a 12- 
can display carton that features a 
handy tear tape about two inches 
from the bottom. This makes a neat 
tray for displaying the cans. A 


LETT pert 
4 ay 


a 
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TO HELP YOU SELL 


three-color display card fits behind 
the last row of cards. Gumout Div., 


Pennsylvania Refining Co. 
For more data circle Ne. 44 on postcard, p. 71 





Outboard accessories catalog 


The K-S Marine line of lamps 
and accessories for outboards, run- 
abouts and outboard cruisers is 
fully described and illustrated in 
this 1959 catalog. All details are 
given on such items as bow lights, 
stern lights, flagpoles, searchlights, 
ventilators, marine cigarette light- 
ers, battery boxes and many others. 
K-S Marine Products, Ine. 


For more data circle No. 45 on postcard, p. 71 


Hickory tool handle display 


This compact hickory tool han- 
dle display unit takes table space 
8144 x 15 in. The tough corrugated 
board stand is shipped flat and eas- 
ily sets up into a rigid display. 


Free with orders for two dozen or 
more replacement handles. Unit 
will hold 12 axe, mattock or sledge 
handles. Marion Handle Mills, Inc. 


For more data circle No. 46 on postcard, p. 71 


Radial saws shown in use 


Forty-two different woodwork- 
ing operations that can be per- 
formed on a radial saw, everything 
from cross-cutting, ripping and 
dadoing to tongue and grooving, 
are shown in this 12-page catalog. 
Delta’s 10-in. portable and the new 
Super 900, 9-in. radial saws are 
described. Blades, molding cutters, 


sanding drums and discs, routing 
bits, wire brushes and drilling 
chucks are also described. Rock- 
well Mfg. Co., Delta Power Tool 
Div. 


For more data circle No. 47 on postcard, p. 71 


Tape counter merchandiser 
Here’s a “self-serve” counter 
merchandiser which takes less than 
one square foot of counter space 
and displays 36 rolls of Bull Dog 
Friction Tape. One free display 
shipped in each case of 72 rolls of 
#4 Bull Dog Friction Tape. Each 
roll pre-price, cellophane wrapped 
and labelled. Illustrations show 


Bull Dog 
a, 8 


Friction Tape "0y.,,"®ow 


usEsyl se HANDY 


A 
wunprens oF WAYS 


: ALI atom 





he ric 
pLAST 
ALUMINUY 


Magic @ 
. PLASTIC ALUMINUM 
on plastic) bubble 














PT) ee ee el COSTLY REPAIRS 


PLASTIC ALUMINUM 


REAL METAL in paste form 


for self-service impulse sales! 


Here at last-—— a new popular size tube of America’s best-selling repair 
product. The amazing metal mender with 1001 uses. Over 3,500,000 
tubes in the $1.00 size have been sold in a short time. The new 59c size, 
packaged in an eye-catching self-selling plastic bubble card will be an 
even bigger seller because it is priced for the impulse sale. Everyone — 
and we mean everyone — is a customer for Magic Plastic Aluminum. ae 
The repeat sales will amaze you — so will the profits. Free wire display és 

rack with every two dozen tubes. See your jobber or write direct to: 1001 USES... 


SEALS 
MAGIC IRON CEMENT COMPANY, INC. SOLDERS....SEA 
CCRT owner Svonse Cleveland, Ohio ? 





.« REPAIRS 
This $1.00 Size Display. 


Buy six 4-oz. tubes — 
Get the 7th Free. 
A Terrific Profit For You! 





STOCK THESE OTHER POPULAR []}@9!€ propucts Too! 
Magic rue 'n THE SEALER 


The flexible plastic 


Magic PORCELAIN GLAZE 
oe ease 





SEE YOUR JOBBER 
OR WRITE FOR 
LITERATURE & PRICES 


 — 





white waterproof 
sealer for caulking 
tubs and sinks. 
Self-selling display 
gives you three 
FREE 5 oz. appii- 
cator tubes with 
each 12 you buy! 


79c LIST 





Restores original 
beauty to chipped 
refrigerators, sinks, 
etc. 12 bottles, 
with applicator 
brush caps, on a 
colorful, self-serve 
display card. A 
proven fast seller! 
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preferred by ge : 
HOMEMAKER ... MASTER PAINTER 


Bentzinger offers a full line of 
Wall, Sash, and Varnish-Enamel 
Brushes. Imported Bristle, Tynex 
Nylon and good selection of 
Pure Chinese Bristle Brushes. 
Master Painter Approved. Type 
and size range make selection 
easy. 


Now in a new brush package,de- 
signed to protect the bristle and 
help in the overall sale of brushes. 


PROFITS! 


Declers and Jobbers oo 

ore sure of full 

profit’ when they BENT ZINGER BADS.| 
sell Bentzinger Paint INC 
Brushes. Write for Ope & 

catalog & price list. 44. 


@ © 2. 




















317 NORTH THIRD, ST. LOUIS 2, MISSOURI 











Because it takes the “chore” out of 
cleaning paint brushes, makes them like 
new in a jiffy, pays for itself in brushes 
saved. That’s why the JET is a real 


are finished in two attractive colors, are rust- 


the. attention of painters from coast to coast. 


order yours from us. Extra liberal discounts 





asi: 7 


MECHANICAL BRUSH CLEANER 


WILL SELL TO 
EVERY PERSON 
WHO PAINTS— 












Suggested 

money maker. Once seen it will be purchased. retail price 
JETS are attractively packaged in a self $5.95 

display carton holding six JETS. They econo- piscounts up 


mize on both counter and storage space. JETS to 50% on 
quantity 
a qd 

proofed and unconditionally guaranteed against _— 


mechanical failure. They fit any %” electric 
drill. National advertising will bring JETS to 

Fits any 4” 
lf your wholesaler doesn’t have JETS as yet, 


given on direct orders. Shipping costs prepaid. 


CHEMTOR PRODUCTS CO. 
32809 Northwestern Hwy., Franklin, Mich. 


electric drill. 
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e 5 New Colors Plus Transpar- 
ent! Green, gray, beige, rust, 
black! e Top Suggestion-Seller! 
For floor runners, carpet pro- 
tectors, closet floors, 
door mats, 1001 other 
uses! @ Miracle Poly- 
ethylene! Trims with 
scissors, cleans with 
damp cloth! e Big 
Promotion Back-Up! 
National advertising, 
free sales aids! e 
Choice of Take-Home 
Pkg. or Roll Goods! 


Sales-popular Miracle Polyethylene 
SHELF LINER 


. 
eS : 
6 L, . J Be td od 4 / , 
| ae Be if 
: 7 7 " 








HOUSEHOLD 





Cn a nee ent a is i A‘ a's“ 


















































Gering Products, Inc., j 
Kenilworth, N. J. Name 

Please send me 

complete informa- Addr 

tion and samples: 


OC ousehold Mat ~ 





e 5 Most-Wanted Shelving Col- 
ors! Turquoise, pink, yellow, 
white, red! e Versatile Uses Pep 
Up Sales! For shelves, cabinets, 
closets, more! e Handy 
11%” Widths! Quilted 
to keep flat, too! 
Washable, odorless! 
e New Self-Display 
™ 48-Pack! Plus compact 
24-pack! e Nationally 
Advertised! e Choice 
of Take-Home Pkg. or 
Roll Goods! 


























Gering Products, Inc., Kenilworth, N. J. 
Garden Hose * Sprinkler Hose * Tidy-Mat Line * Super Mat 


H-1113 





aA as 





Zone ___.. State ___. 
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Pie 3 LOCKS AT 
ANY ANGLE! 





S-STRAIT—LINES> 


no. 66 adjusiable 


TRY-SQUARE 


. . . for carpenters, sheetmetal 
workers, builders and home shops... 


Push button release; blade locks at desired 
angles or straight for easy carry and storing. 
All metal, extra durable, precision-built and 
attractively packaged. 





New improved #125 
STRAIT-LINE Chalk Box, 
extra quick filling through 
nylon slide opening. 


Sold by leading jobbers everywhere. 


STRAIT-LINE PRODUCTS INC. 


P. O. Box 557-A Costa Mesa, California 














So you get easier 
faster sales with 


All-Purpose, Graphitoid 


larger, plastic 


ieeeialtiote Pipe Cutters Gor 2 Lusricant 


we poe —— 
The instant your customers start feeding in fovere clecure cup. 
this new cutter on a pipe, they feel the 


remarkable difference, the new cushioning "| STAINLESS © GREASELESS * ODORLESS 
effect that makes cutting much easier 


“Ez 
and faster. And the bigger handle 2 a Perfect for METAL ® WOOD 
and extra long shank (protecting LEATHER © RUBBER © PLASTICS 


Wherever there’s a squeak . 
threads on screw handle when they New 1-900 Display whenever something sticks ... 


use a power drive) helps, too. Done im sewn’ ypeser you've got a prospect for LUB- 


. Colorful, ve, A-SPRAY! And that’s just about 

Order your stock of RIaID cae wy wee everywhere! Home i. Office — 

Heavy-Duty Pipe Cutters & Auto — Shop, they all need 

fr Whol , S| LuB-A-SPRAY. It’s cleaner .. . 

om your olesaler today! i Re handier . . . better in every way. 

A Bic Prorir IMPULSE ITEM! 
Order LusB-A-SPRAY today. 


New 1-400 Display Ask your jobber about these BETTER- 


Batts $2 Oz. SELLING lubricants, too! 
tic di 
ers. Brilliant ic dispee LUB-A-GRAPH © PANEF Oil 


play. Big profit-moker! LUB-A-KIT © LUB-A-CABLE 


PAREE MANUFACTURING COMPANY 


WALNUT STREET © MILWAUKEE 1, WISCONSIN 
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| | | profit-making reasons 
TO HELP YOU SELL ve why more 


dealers are selling 


some tape uses. Boston Woven Hose 


& Rubber Div., American Biltrite ¢ A PA iw de S iL L ¢ a A i oad 
Rubber Co. | q | 


For more data circle No. 48 on postcard, p. 71 


Hand cleaner package change 


Here’s the new handy tube for 
Quickee Waterless Cream Hand 
Cleaner, encased in a _ protective, 
pilfer-proof blister and _ individ- 





CLEAN YOUR HANDS 


sssrene™ 


ganvi12 onve 


ually carded for counter, rack or | 
bin merchandising. Tube retails at 
59¢. Also offered in 14-o0z econ- 
omy can, retail 75¢. Quickee Prod- | 
ucts, Inc. 
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The Remington mail box line, 
weather vanes, house and lawn | 
signs and door viewers are shown 
in an eight-page dual-purpose cata- 
log designed for use by distributors 
and dealers and as a consumer 
mailer. There is space for dealer 
imprint for bulk or individual mail- 
ings. Illustrations, list prices and 


other details are included. Reming- | 
ton Hardware Co., Ince. 
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improved solvent container 


Solox denatured alcohol solvent 
is now offered in an improved eye- | 
catcher container in the same red 
and blue shades used for 25 years. 
A bull’s eye-pattern has easily- 
read descriptions of the product’s 
uses. Dripless, spill-proof closure 


is used. Solox is offered in pint, : CAMPBE ae CHAIN 
Own ANY 
. CAMPBELL Siesta qua Wildiadienss View, ——s i 


CH AIN E. Cambridge, Mass; Atlanta, Ga.: Houston. Texes: Ch 
y 


“4 tf 
ortiand. Ore Seattic. Wash Los Anoaeles. Sacramentc. San Fran o 4 
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SHELTON 


automatic ' 1 LD ¢ _ | 

; re ak HOUSEHOLD WORD IN 

Golf Gouice HOUSEHOLD HARDWARE 
DISPENSER 440 


TUBES 


in less 
than 1% 
Square feet of 
* counter space | 
only 182” 
high! 





The Saturday Evening 


POST 


> iil 








ji 
SEND FOR CATALOG AND a} C, 


. 251 CAUSEWAY STREET 
E. H. TATE CO. BOSTON, MASSACHUSETTS 





THUMB TACKS 
UPHOLSTERY 


Peepers DISPENSER worth $7.50 
_ with the following deal 


BRADS 
SCREWS DEAL of POPULAR MECHANICS, SCIENCE & ME- 


BOLTS CHANICS, MECHANICS ILLUSTRATED and 


GLIDES 60 DOZEN TUBES other National magazines tell the story of 
GLAZIER POINTS KEY-BAK Key Reels to MILLIONS of pros- 
One dozen tubes each of the most pects. Your customers are URGED to get 

popular sizes of the complete KEY-BAKs from YOU! It will pay you to 

Shelton line listed to the left. get a stock of KEY-BAK Key Reels from 


your jobber; place them on the counter 


Shipped Freight Paid $ 48 and WATCH THEM SELL! 
* - 


WITH FREE DISPENSER KEY-BAK Key Reel is 


worn on the belt. It 
carries keys and other 
small objects on a 24°’ 
long steel chain 


e, £4 €4 Swedish clock spring 
ee ee a i bi me reels in the chain and 


keeps keys safely at the 


Th: THE SHELTON TACK CO., SHELTON 3, CONN. & f, Sf, €a ; us side 


Pocket-watch size 


HANDY Firm Name 4 ORDER FROM JOBBER' | 4 StUrily constructed 
Street r jobber doesn’t carry 1g ' rome 

COUPON KEY BAK write us. Come eS 
City State . — 6 to Display-Card or model, MODEL 4 

at . 2 to Siapey Sm. Belt-clip mode! 
y 


ORDER é West of Mississippi: East of Mississippi: 
Name of LUMMIS MFG. CO. CTL COMPANY 
Wholesaler 2242 E. Foothill Bivd. 1710 W. Stewart Ave. 

City State | Pasadena, Calif. Wausau, Wisconsin 


eee ee ee Over A Million Key-Baks Sold! 
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quart and gallon cans as well as 
in bulk. U. S. Industrial Chemicals 
Co., Div. National Distillers & 
Chemical Corp. 
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Wire plant tie display 

Three different consumer pack- 
ages of plastic covered wire plant 
ties are shown in this Shopper 
Stopper merchandiser which dis- 
plays $35 worth of Plas-Ties in 





less than one square foot of shelf 
or table space. Individual pack- 
ages are printed in four colors. 
Sizes offered include 7-in. envel- 
opes, 50-ft spools in poly bags and 
200-ft spools in display cartons. 
Plas-Ties Co. 
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Marine safety item catalog 


The Tapatco line of marine prod- 
ucts, sleeping bags, sports togs and 
hunting and fishing clothes are 
shown in this 24-page color catalog. 
One section of the catalog shows 
U. S. Coast Guard regulations on 
the use of life jackets, buoyant 
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vests and cushions. Another section 
shows Tapatco plastic arm rests, 
handle grips, tool guards, gaskets 
and novelties, etc. American Pad & 
Textile Co. 
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Plastic refuse container 


Customers who want an attrac- 
tive refuse container will want this 
22-gal coppertone finish polyethyl- 
ene model. It is 28 in. high, 23 in. 
in diameter, has semi-linear, no- 
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THERE’S 
PRESTIGE 
AND PROFIT 
IN YALE 


From Yale, pioneer in 
lock and hardware 
progress, you geta 
complete customer- 
satisfying line...the 
kind that brings repeat 
sales and builds 
respect and loyalty for 
your store. Yale’s 
assured quality and 
performance, wide 
price “ange, 
merchandising 
assistance, will give 
you fast and profitable 
turnover. Stock today. 
Call your jobber or 
write to: The Yale & 
Towne Manufacturing 
Company, Lock & 
Hardware Division, 
White Plains, N. Y. 


JUST MENTION YALE AND 
MAKE THE SALE 


YALE—-REG. U.S. PAT. OFF. 


YALE & TOWNE 












Fertile Profits! 


PLUTO 


QUALITY — DENMARK 


STEEL GARDEN 
RAKES 


The big news! 

Not just another Rake. 
Made of Danish Heavy 
gauge steel, forged 
by master craftsmen 
popularly priced. 


Nationally 
OO SBapgece 
no finer 


product at 


LIST PRICE 


Featuring 14 

curved teeth, 3” in 

length, on a 14” wide head. The 
rake head finished in attractive gold- 
tone and is weatherproof and rust 
resistant . . . Hardwood handle is 60” 
long. Made for hard use . . . it is 
perfectly balanced, feather weight 
control, 


For Fast, Easy Sales 


Stock up on Pluto Garden Rakes and 

ask your jobber about the Pluto Line 

of Quality Imported Drill Kits, Tap 

Kits, File Kits. Bulk Stock. All attrac- 

tively packaged. All priced to move 
fast. 








PLUTO 


MECHANICS 
FILE KIT 


6 Pieces:— 4 
Round, 6° 

g” File Rasp, " 
Extra Slim Taper, 
g” Half Round 
and 10” Mill. 
List Price $4.25 kit 








Made tn Sw 








Cash in on Fertile profits . . . Know 
the Pluto Quality Imported Lines. 


PLUTO IMPORT COMPANY 











TO HELP YOU SELL 





warp tight locking cover. It has 
corrugated exterior sides, is dent 
and chip proof. Suggested retail 
price, $9.95 each. Republic Mold- 
ing Corp. 
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Sprayer merchandisers 


New styling, coloring and label- 
ling for hand and compressed air 


sprayers in the R-L Root-Lowell 
line are shown in these merchan- 
disers. Three units can be used in- 
dividually or combined as shown. 
Units are free with :aerchandising 
package. Root-Lowell Corp. 
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Golf equipment catalog 


The 1959 spring and summer 
D & M golf catalog has been is- 
sued. It includes 38 pages of D & 
M merchandise and shows the Mac- 
Gregor Golf equipment fine. 
Draper-Maynard Co. 
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Rug shampoo outfit display 
This self-contained display holds 
three Rug Shampoozer units and 





Standard 
of value for over } 
N65 years 


| WEIGHMASTER _ 
BATH SCALE 


auebessteedasuete” 


Thi thad 
HANGING “== SCALES 


BALANCES POSTAL ‘aif 
SCALES RECIPE 
SCALE 


Ena / 


See Your 


Jobber 


7 
4 


NURSERY 


HANSON SCALE CO. (Es! 16 
“NORTHBROOK, ILLINOIS 





ALL-POSITION 


| “CHECK VALVE 


METAL POPPET 


For steam, hot 
or cold water, 
oil, gas and 
compounds. 


Designed for rugged service. Also 
available with Buna rubber poppet for 
use with air or cold water. Sensitive in 
operation. Work in any position. Made 
in seven sizes, 200 lbs. pressure. We 
aa will design special Check 
? Valves; tell us your 
needs. Write for Bulle- 

tin 1302 and prices 


_— Order from your jobber. 
STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
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CRESCENT 





0)@)5)-) 5 Se) 22) 2! 
OINT BOX WRENCH 


Crescent Open End and Box Wrenches are drop- 
forged from special analysis alloy steel, precision 
machined to insure accurate opening sizes, and 
handsomely finished in chromium plate. These 
fine wrenches provide world famous Crescent 
quality at popular prices. Open End Wrenches are 
available in 13 sizes from 1/4”—5/16”" to 1-1/8"— 
1-1/4"; Combination Wrenches in 14 sizes from 


3/8” to 1-1/4"; and Double Offset Box Wrenches 


in 9 sizes from 3/8”"—7/16" to 7/8"—1-1/16". 
Order from your jobber. 


Crescent is ovr trode-mork, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retcilers everywhere ond mode only by 


CRESCENT TOOL COMPANY, 
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SOLD SINGLY 
OR IN SETS 


Seven kit assortments 
available in convenient 
rolls—four in handy 
pouches. Clear plastic 
fronts permit quick se- 
lection of proper wrench 
size. 


JAMESTOWN, 


OPEN END 
AND BOX WRENCHES 


































NEW YORK 
91 








Only The ILCO Minute can do it! 


The ILCO MINUTE is the only key cutting 
machine on the market capable of duplicating 
cylinder keys, flat steel keys (both side and 
end cuts) and bit keys without once removing 
the blank from the clamp. And it cuts them 
in less than a minute! 

Here is the most flexible and profitable ma- 
chine you can put into your store... it will 
take care of every customer demand — but fast. 


Look at these improved features: 


NEW precision screw adjustment 
on cylinder key guide 


NEW heavier carriage spindle 
NEW pivoted key gauge 
NEW free-action bit key carriage 


NEW more rugged construction 


Ask your jobber for descriptive literature or write direct. 


pa 


INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts 
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stocks Carbona Soapless Lather. 
Display fits within regular ship- 
ping carton. Merchandiser in two 
colors, 9 in. wide, 10 in. deep and 
30 in. high shows the outfits and 
selling message. A. G. Jacobus’ 


Sons, Ine. 
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Christmas tool packaging 


Combination tool sets gift-pack- 
aged in gray and yellow picture 
frame shadow box include these 
combinations: 19 pe socket-screw- 
driver set; 6 pe screwdriver set, 





11 pe socket-screwdriver set and 
a 14-pe wrench-screwdriver-plier 
set. Four-page brochure describes 
16 sets in assortment having re- 
tail value of $39.00. Skin packag- 


ing allows inspection, but pre- 
vents pilferage. Oxwall Tool Co., 
Ltd. 
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Catalog shows garden shears 


The complete Snap-Cut line of 
garden shears is described and il- 
lustrated in a 10-page catalog. 
Pruning shears, hedge _ shears, 
grass shears, tree pruners, loping 
shears and electric lawn trimmers 
are described in detail. Specifica- 
tions, packing and suggested list 
prices are included. Seymour Smith 
& Son, Inc. 
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Decorator book dispenser 
Here’s a free dispenser, in black 

and red, for counter display or 

Kirsch’s consumer book, ‘““Window 





' 
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You benefit in many 
ways by this “NEW 
LOOK” in WESSEL 
packaging 






























Wessel gives you today’s “new 
look” in hardware specialties — 
functionally, handsomely de- 
signed for modern living — and 
equally important, Wessel brings 
them to you in today’s new look 
packaging for every sales 
situation. 
- Take your choice to suit your 
store; skin-packaged COMPAK 
cards for revolving display racks 
or counter bins, visible single-unit 
Polly Pak bags for shelf or mass 
display—and NOW, too, the all- 
new Wessel Stack Paks for verti- 
cal floor or counter stacking. Ask 
your jobber today. 


WESSEL HARDWARE CORP. 
919-931 NORTH Sth STREET 
PHILADELPHIA 23, PA. 

In Canada: Geo. $. Hall Co. 

25 Grenville $t., Toronto 1 
Export: Hall & Reis, Inc. 
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Any way you say i AUTOYRE 


FAIRFIELD 4000 LINE 
Famous matched styling, unmatched values 
Patented Armorized Chrome-12 finish 
Built-in durability for a lifetime of beauty 
Pre-sold by full time national advertising 


AUTOYRE 2800 LINE 
Exclusive Glue-on or Screw-on feature 
Matching concealed screw design 
Colorfully carded and pre-priced 
Complete selection of utility items 


AUTOYRE 2500 LINE 
Fastest selling budget-price line in the field 
Patented lifetime Chrome-12 finish 
Individually carded for fast-service sales 
Popularly priced for big volume, big profits 
25 matching items for greater add-on sales 


AUTOYRE PLAS-STIX LINE 
Exclusive Glue-on or Screw-on feature 
Four most-wanted decorator colors 
Carded and pre-priced for rapid turnover 
Patented Soap Dish with removable tray 


AUTOYRE 2100 LINE 
Super values for fast turnover 
Long lasting bright cadmium finish 
Complete selection of budget priced styles 
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.....stands for QUALITY 






their company AUTOYRE (Auto-Wire}j. Today Autoyre prod- 


In 1908 a small group of craftsmen began using the first 
- automatic machines to make wire novelties. They called 
ucts are the recognized leaders in the bathwares industry. 


self-service merchandising 


There’s an Autoyre product 
line and mass merchandiser 
for every price class, 

every style, every need. 


Wy bathwares 


©1958 THE AUTOYRE COMPANY, 1949 N. CICERO AVENUE, CHICAGO 39, ILLINOIS @ A SUBSIDIARY OF EKCO PRODUCTS COMPANY 
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SMALL 


UR ITEMS 
ncive you | (3 


EASY-T0-SELL 


PROFITS 
CUP HOOKS 


One-Piece Durable 
6 sizes ('2"" to 4") in Nickel and 
Brass, each 
packed "100 to 
a box. %" size 
carded in? 
popular colors 
~ Nickel and 
Brass. 


"ez UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
in boxes of 50. 


GRIES 
E-Z 


«3 GOAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


=" WING NUTS 


a rustproof finish . 

4 popular sizes . . boxed 
in an attractive ‘counter 
display. Also available in 

bulk or packaged 
100 to-a-box in a 
complete range of 
thread sizes. 


“@_ VAP NUTS 


Attractively finished and packed 

in a self-selling counter display 
assortment in 4 popular sizes. 
Also available in bulk or in 
boxes of 100 in all thread 
sizes. 


Jobbers: Write now for prices and cate- 
leg sheets on GRC's full line of hord- 
ware items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 

Dealers: ‘<e your jobber salesman for immediate 
Zelivery on these and other 


3 CORP 
. 


owls foremost tmnt of smal! die casti 
161 Beechwood New Rochelle, N. Y. 
NEw Rochelle 3-8600 
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TO HELP YOU SELL 





Decorating Made Easy” which sells 
to consumers at 50¢ per copy. Book 
was created to stimulate sales of 
Kirsch drapery hardware by offer- 
ing homemakers decorating guid- 
ance to encourage them to beautify 
homes through attractive window 
treatments. Kirsch Co. 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 








Do-it-yourself fixtures 


You can finish these display fix- 
tures yourself and save substan- 
tially. R-Line fixtures, designed 
especially for hardware stores, are 
available factory finished or you 
can finish them yourself. Bulky 
items or tiny packages can be ar- 
ranged neatly and efficiently on 
these fixtures for modern merchan- 
dising and selling. R-Line wall 
units are free standing. The per- 
forated panel backgrounds make 
changes easy. They'll handle any 

ae eS iiak od b Cm 


a Ee 
— 


kind of merchandise. R-Line Store 
Fixture Co., Inc. 
For more data circle No. 61 on postcard, p. 71 


Island for gift lines 

This island was designed espe- 
cially for showing giftwares. It 
is constructed of metal with glass 
shelving. The lower platform and 
storage cabinets are Zolotone fin- 
ished in all popular colors. Shelves 
are adjustable on l-in. centers. 
This 6x3-ft fixture has recessed 


toe kick. M & D Store Fixtures, 
Ine. 
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Adjustable storage rack 


This combination pallet, skid 
and die rack can also be used as a 


live-feeder type rack, drive-in rack 
or order-picking frame. Shelf 
beam is inserted and locks into up- 
rights. A Z-bar key is furnished 
for positive safety locking of shelf 
beams. Available with 3x3-in. tu- 
bular uprights—L-type shelf sec- 
tion for wood decking. Two-inch 
adjustments may be made up or 
down by one man with no tools 
needed. Paltier Corp. 
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Counter-high steel cabinet 
Built to standard counter height 

this 20-gage steel cabinet can be 

butted next to counters to give 
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MILLIONS SEE IT IN MAGAZINES. 
Every year the famous L’O’F label is 
seen over 100 million times by the 
readers of these—and many more— 
national magazines. 





yOu Uf lo hethor 


with the one glass label everyone knows 


MILLIONS SEE IT ON TV. On Satur- 
day afternoons, 26 million people see 
the powerful L-O-F trademark while they 
watch top-rated college football teams. 
175 NBC-TY stations. 


— 
a 


Rn 
; + & 


Ne os " . 





SHOW "EM YOU SELL IT! Use the sales-building 
L‘O-F displays and decals to tie in! You can’t beat 
‘em for customer recognition and merchandising 
power. Get them from your Libbey - Owens - Ford 
Glass Distributor. 


“L-0-F IS EASIEST TO CUT”, say 28 out of 30 dealers who took a 
blindfold test. That’s because LO°F window glass is slow-annealed to 
be less brittle .. . means fewer crooked breaks, less waste, more profit! 


specify L*-O*F WINDOW GLASS every time you order! 
LIBBEY-OWENS:FORD a Great Name in Glaso 


TOLEDO 3, OHIO 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 








smooth-top working surface in ad- 
NEW TTN 5¥2 “TAPER TOP” NURSERY HOE: First of NEW LGS42 GARDEN SHOVEL: Standard shovel shape, —e nial 8 ' 
its type with floral-size 542” b with smaller (714” x 10”) biad dition to large lockable storage 


area. This Penco cabinet measures 
36x24x42 in. including a 4-in. base. 
All welded unit has three-point se- 
curity door latching, extra strong 
steel angle reinforced frame, lock 
with two keys. Standard colors 
gray and green. Also offered in 
six special colors. Penco Div., Alan 
Wood Steel Co. 
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Electric skate sharpener 


Here’s an electric skate sharp- 
ener especially designed to sharpen 
ice skates lengthwise. Model S-8 
provides vibration-free, smooth 
length-of-runner blade grinding. 
Its 8-in. diameter resinoid grind- 


NEW GTR248 GREEN THUMB SHOVEL: A full-size #2 NEW USGTS GRASS WHIP: Rounded heel, wider 
shovel branded and styled for gardeners. biade, ash handie that gives comfortable grip. 


YOU GET THE NEWEST AND BEST 


WHEN YOU ORDER Thumb 


All brands of garden tools are nor alike. Green 
Thumb we oneag out with 1: The most popular name 
in gardening; 2: Fresher, cleaner color-styling (nat- 
ural finished handles, garden-green and gold trim); 
3: Progressive ideas and improvements in tools and a S . 

tool merchandising; 4: Consumer acceptance from |6—Clcd/}5? Se \ ing wheel is designed for extra 


years of advertising to millions of gardened homes. long wear. Diamond dressing at. 
MAKE 5% EXTRA—ON A SURE THING. You never tachment produces accurate veadiiue 
made an extra 5% easier and surer than by ordering Milt |! . : - 
Green Thumb lawn and garden tools now, for de- 8] a ML on face of wheel. It comes with 


livery and billing next Spring. Price protection, up W \j q . | + | closed coupled Y,-hp motor with 


or down, guaranteed. You can’t lose. Tell your : : 
Green Thumb wholesaler to include this self-serve Hie i ‘Ei wl sealed ball-bearing construction. 
Island Merchandiser, complete with best tool selec- iy iim Bit Movable guard extensions and 
tion, as shown. You get your extra discount on both | Zigie. _ safety eye-shields are part of 
tools and Island, make top profit on proved increase | 


in sales. Sm | | equipment. Wissota Mfg. Co. 


THE UNION FORK & HOE COMPANY j 4 For more data circle No. 65 on postcard, p. 71 
Columbus 15, Ohio (Resume reading on page 17) 
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Cold Weather is SALES WEATHER 
for LIFETIME~CHARGE! 


But... you're 
SET for SALES 

with APPROVED 
\ LIFETIME-CHARGE 





-_— 


Order NOW! 
It’s America’s 
FASTEST SELLING 
Battery Additive! 




















Because... 
COOLER DAYS 

mean BATTERY 
FAILURES 













ST 
Thats Right:..when you stock famous, approved 
LIFET IME~ CHARGE »». you've got the Battery Additive 


that SELLS FASTER BECAUSE IT'S BEST BY TEST! 


KNOW THE TRUTH ABOUT BATTERY ADDITIVES: LIFETIME-CHARGE is the ONLY 
Battery Additive that really works... LIFETIME-CHARGE restores batteries to 
retails LIKE-NEW power-producing condition ... ONE treatment lasts ALL season. Only 

| 69 LIFETIME-CHARGE offers GUARANTEED WINTER STARTING. 





for LIFETIME-CHARGE CONTAINS NO CADMIUM; Electrochemical Engineers will tell 
* only you that Cadmium will ruin a lead-acid battery...so, DON’T LET CADMIUM 
CLAIMS FOOL YOU! Stock and SELL the only ADDITIVE that backs up its claims 
with PROOF OF SATISFACTION — over 1,000,000 motorists use LIFETIME-CHARGE! 

See us at the AAMA Show 


LIFETIME~CHARGE 


MAGNAFLO COMPANY, INC. THE ONLY BATTERY ADDITIVE THAT’S PROVED IT REALLY WORKS! 











MR. WHOLESALER! | 
YOU'LL SELL MORE Lawn and Garden Goods in 


59 with our OUTDOOR LIVIN’ Consumer Catalog’! 






--- and the OPPORTUNITY is still open in 
some territories with plenty of time 
to take advantage of it! 


@ Join the Wholesalers listed below at left in this 
self-liquidating, big-volume-producing promotional 


program 


@ Copies of the Catalog for you to use to sell your 
Dealers will be available on November 15 









A 8 @ List of merchandise featured in the Catalog is 
ASK THESE MERCHANTS WHO USE IT available now 
yo sca acanente A iam Dentenk Gantt a * ae eee | — for details today ‘First 
Kelley - How - Thompson Hayden Company ' 
DANVILLE, Ill. BALTIMORE, MD. 
— ae MEYER MERCHANDISING 
—c- ieee. SERVICE, INC. 
DENVER, COLO. DECATUR, IND. 400 N. WELLS STREET—CHICAGO, iLL. 
Hassco, Inc. The Schafer Co., Inc. PHONE Whitehall 3-0698 











HARDWARE AGE, NOVEMBER 20, 1958 


How’s the Hardware Business? 





2,000,000 Home workshop craftsmen seen as 
major traffic source for key hardware lines 


Men aren’t happy with just a 
tool box anymore. They have grown 
tired of its restrictions. They have 
graduated to power equipment and 
full home workshops. 

There are now some 2,000,000 
home craftsmen who own their 
own workshops, according to an 
estimate of F. P. Maxwell, vice- 
president of Delta Power Tool Div., 
Rockwell Mfg. Co. 

“This do-it-yourselfer, tired of 
living out of a tool box, is your 
best hardware customer,’ Mr. 
Maxwell said, addressing hardware 
dealers in general. 


Plus sales from related items 


“With years of experience as do- 
it-yourselfers, and now with well 
equipped shops, most of these shop 
owners have become competent 
craftsmen. They can do everything 
from repairing a toy to adding a 
room,” Mr. Maxwell added. 

The prime merchandise for this 
big market, especially through the 
Christmas season, is major power 
equipment such as table saws, drill 
presses, and lathes. Nearly as im- 
portant are the key hand power 
tools such as routers, saber saws, 
drills of various sizes, and attach- 
ments. 

Important related items will be 
sold in quantity year round, in 
stores that make a play for this 
business. Your power tool en- 
thusiast is a prime target for more 
wood, glues, nails and other fasten- 
ers, paint, hinges, decorative hard- 
ware, and literally hundreds of 
similar items. 


Home profits are unlimited 

Play up to this customer. 
Remember him in your ads and 
mailing pieces. Lead him to dis- 
plays and demonstrations of new 
tools and attachments. 

Each new season of the year 
gives tne home craftsman new 
projects. Indoor jobs in winter, 
patio furniture and general repairs 


100 


in spring, beach or mountain home 
projects in summer, and painting 
and fixing for the holidays in the 
fall. 


What interests this customer? 
Books and plans for the home 
workshop, improved design and 
new attachments for existing 
equipment, and all new hand and 
power tools. New ideas in painting 
and finishing, new glue, fasteners, 
and trim hardware keep him com- 
ing back for more. 


Right now, the home craftsman’s 
family is wondering what to buy 
him for Christmas. Make sure you 
have a table or two set up with 
home workshop needs, labeled: 


“For the do-it-yourselfer in your 
house.” 


Mortgage conditions are 
bright as "59 approaches 


Two opinions recently released 
by the National Assn. of Real Es- 
tate Boards have painted a bright 
picture for the mortgage situa- 
tion through 1958 and into 1959. 


“If current factors affecting the 
mortgage market continued in the 
balance of this year, an easing of 
mortgage terms will result,” a 
NAREB spokesman said. This 
opinion is based on less borrowing 
and more savings evident in the 
September-October period, among 
other economic factors. 


“Mortgage-money,” said NAREB 
executive vice president, E. P. 
Conser, “will continue to be in 
good supply. There is no question 
that federal policy will be a con- 
trolling factor in determining cost 
and availability of funds.” 


Whether your sales are affected 
by activity in the old or new home 
market, things look good for the 
rest of this year, and early 1959. 
Builders’ hardware, electrical, 
lumber, paint, masonry, and gen- 
eral construction lines should con- 
tinue strong. 


Hardware store sales 
$225 million in Sept. 


Our faster moving economy 
brought retail hardware store sales 
back up to the 1957 level. The Com- 
merce Department reports retail 
hardware store sales were $225 
million in September. That’s the 
same total as in September last 
year. 

The September, 1958, volume 
was $2 million or about 1 percent 
above August this year. 

Here are the Commerce Dept. 
unadjusted estimates of retail 
hardware store sales for the last 
three years: 


(millions of dollars) 

1958 1957 1956 
January $172 $163 $175 
February 154 174 171 
March 178 208 207 
April 224 221 227 
May 257 253 266 
June 238 248 275 
July 227 238 250 
August 223 234 251 
September 225 225 245 





Nine-month 

total $1,898 $1,984 $2,067 
October shies 240 258 
November pe: 229 254 
December ore 283 314 





Total $2,736 $2,893 


National income gains 
recover ‘57-8 decline 


National income rose to a $3524 
billion annual rate in the second 
quarter and increased more sub- 
stantially in the third quarter, re- 
ports the Dept. of Commerce. 

Data for the exact third quarter 
national income rate are not yet 
available, but the agency says that 
the larger part of the 1957-58 de- 
cline in national income has now 
been recovered. 


Small business loans 
up 33 percent in Sept. 


Business loans in September werc 
up one-third over September, 1957, 
the Small Business Administration 
announced. 

The Agency approved 395 busi- 
ness loans for $174 million, com- 
pared with 271 loans for $13%4 mil- 
lion in September last year. 
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A VOLUME 
MARKET... 


WEATHERSTRIPPING 


Combines rigid and flexible vinyl for surest sealing known! 


for VOLUME PROFITS! 
the NE W low, low cost 


model V§-333 $349. 


for door openings up to 3’0 x 7'0 esa 


Individually carded on self-merchandiser for peg-board or 
counter display. 


DURAflex VINYL-STOP Weatherstripping 


combines rigid vinyl base with 


* flexible vinyl seal that compresses =. 
Ye against door to lock out weather! ciiacieihieseaiiniai 
¥. Far superior to any other weather- 

+ 4%" ——+ stripping ever sold! p. 


DURAflex VINYL-STOP Weatherstripping 


comes with ends coped to fit snugly at corners... eliminates 
mitering. Three simple cuts with a saw fits VINYL-STOP 
to any doorway. Nails in place easily with rust-proof nails 
(supplied). Easily fastened to metal jambs with ordinary 
sheet metal screws. Can be painted with most paints, too!* 


DURAflex VINYL-STOP Weatherstripping 


sells on sight! 
*Most paints recommended for wood. 








T. aT 
SEND COUPON FOR COMPLETE INFORMATION NOW!™= 
























. ww“ DURAflex® ' The DURAfiex Co., 3500 N.W. 52nd St., Miami 42, Fle. Dept. HW-11 

er. THRESHOLD Please rush me complete information on 

PS is a proven sales leader—over i [] VINL-STOP Weatherstripping [] DURAflex Threshold : 

1,000,000 installations to date! 
Aiuminum base holds vinyl seal that springs ; NAME i 
against bottom of door to keep weather out, heating and ADDRESS 
air-conditioning in! Exclusive vinyl strips along bottom stop i } 
water seepage. Sell DURAflex Thresholds, greatest threshold CITY STATE 
improvement in 25 years, for greater profits, faster turnover. i 3 
U.S. Patent 2718677 Other U.S. ond Foreign Patents Pending My wholesale distributor is 
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Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Meyer Christmas mailer 
full of special values 


Meyer Merchandising Service, 
Inc., Chicago, is offering a Parade 
of Holiday Values broadside full of 
reduced price specials and coupon 
offers. 

The mailer reminds customers of 
the layaway plan featured by the 
dealer whose name is prominently 
imprinted at the top of the 4-page 
folder. 

These hardware wholesalers are 
participating in the Parade of 
Holiday Values promotion: 

Midwest issue: Canton Hardware 
Co., Canton, Ohio; Wm. H. Cole & 
Sons, Baltimore; W. W. Conde 
Hardware Co., Watertown, N. Y.; 
Conron, Inc., Danville, [ll.; Corpus 
Christi Hardware Co., Corpus 
Christi; Fulton, Mehring & Hauser 
Co., Inc., York, Pa. 

Also, Hassco, Inc., Denver; Mar- 


shall-Wells Kelley-How-Thomson 
Co., Duluth; C. M. McClung & Co., 
Inc., Knoxville; McGowin-Lyons 
Hardware & Supply Co., Mobile; 
National Hardware & Suppiy Co., 
Paris, Texas; Ogilvie Hardware 
Co., Inc., Shreveport, La. 

And, Schafer Co., Inc., Decatur; 
Sheffield Hardware Co., Americus, 
Ga.; Townley Metal & Hardware 
Co., Kansas City; Zork Hardware 
Co. of New Mexico, Albuquerque; 
and Zork Hardware Co., El Paso. 

Participating in the West Coast 
issue are: Dunham, Carrigan & 
Hayden Co., San Francisco; Harper 
& Reynolds Corp., Los Angeles; 
George A. Lowe Co., Ogden, Utah. 


Ace Hardware offering 
“Holiday” broadside 


Happy Holiday is the theme of 
680,000 4-color broadside for Ace 
Hardware dealers’ use to put cus- 
tomers in a holiday spending mood. 

The 4 page sales circulars offer 
coupon specials to bring in traffic 
and low prices to help increase re- 
peat sales. 





OAL 


20 |; 

ela tchictam //) 
profits *: 
Every home owner 


1S Ch PFOSP@ct ane 


® Concealed springs. 


The new 


ROCKET design 


for modern doors 





Ace Hardware stores also re- 
ceive full sets of price cards, win- 
dow banners, and store streamers. 


ACE HARDWARE 
vere 


Weed & Co. brochure 
sparks Christmas sales 


This colorful brochure from 
Weed & Co., Buffalo, N. Y., whole- 
saler, features Christmas bargains 


The complete line for every application 
in the new ROCKET styling! 


SS” 


el 





© All closers 
have quiet sure 
© Alv- 
minum barrel 


closing 


® Positive adjust- 
able closing speed 
® Hold-open in 
any position 


THE SHELBY SPRING HINGE CO., 


Largest, most powerful pneumatic 
closer made. 
residentiai heavy screen doors, jal- 
ousie doors, light entrance doors. 


For commercial and 


Standard size, medium duty, pnev- 
matic closer. For all types of wood 
or metal screen and storm doors. 





Standard size pneumatic closer 
with compression spring. For screen 
and storm doors — especially alu- 
minum combination doors. 


SHELBY, OHIO 
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. a new line of top quality power mowers 


Py: prices that make it easy for you 
to MEET ALL COMPETITION: 





















A big, complete line —12 models — side, front and twin discharge —18”, 

19” and 22” cutting widths. 

. First quality materials and construction. 

. Briggs & Stratton and Clinton engines. 

. Safety features that help you sell. 

._ Designed and manufactured by Modern Tool & Die Co., producer of the 
fast-selling MODERN LINE of Wheelbarrows, Lawn Carts and Spreaders. 

. Best of all, the Lawnflite line is priced for sales! 


Ne. M-4290 
\ Deluxe 22’’ 





Cn & W Po 


a> 





AGAIN NEXT SEASON IT WILL BE 
EASIER TO SELL THE MODERN LINE 
THAN TO SELL AGAINST IT! 














ew 
~~. a 


MODERN TOOQL &€ DIE COMPANY 


5389 West 130th Street . Cleveland 11, Ohio . Telephone: Winton 1-6600 


Champo SPRINKLERS 


LIST PRICE 


ANTI-SYPHON CHECK VALVE $h50 


Full water-way.No restriction, 34" pipe 














UNION VALVE (Non-Union $2.60) $460 


Swivel seat for long life, %4"’ pipe 
_————————— 


POP-UP SPRINKLER HEAD $409 


Pops up 1 2” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 20 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


Ideal for Siamese connections 68 “Not at all, Miss Spinsterly! Nothing’s 
too good for a clerk who suggests “Scorcn”’ 
Brand Masking Tape with every paint salet’’ 





FT_—X—X—_—_——O—— 











GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. 
1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApitol 1-216 ome sinihiniianedl 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, | 
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LU Ni IO NJ New Wholesalers’ Aids 


. | 
(Continued) ‘ q = f, A 
DOES IT Vie Me 


sure to catch the eye of every 


AGAT Ni t member of the family. : i ) I HARGEABL 
, ae Osh 


The 8 x 11 in. catalog may be 7 





. . dealer imprinted on the back. It is : : 
Scoops the Field with a designated to establish the dealer This revolutionary new flashlight is 


as a gift center of the trading are : o eatepep dati 
. a {c | Swe in two-tones ig = 
Totally New and Different covered by the catalog’s distribu- | ind gold Fg sh. A natural i eee wa 


4 Tray Tackle Box. | tion. 


i | The cover is dark blue, red and 
\\ // bj | white, and color is used through- 








_ NEEDS © 


SE ——— 


TEES ‘ 


“Twin-Grip’’ 
TACKLE BOX 





Want to boost tackle box sales and 
allied tackle sales next season! Then the 


Gk [juitor Industries, Inc 
new UNION ‘‘8817’’ is your answer! 


Inside and out, it offers new innovations | | 
ast om Crain ( WRITE FOR YOUR FREE: ) 
design and durable finish. 
v¥ Complete Newest Set 

















Advance dealer-customer reaction P P s . — “ge Tags 
indicates that the UNION ‘“Twin-Grip”’ romotions ———— vColorful Streamers S = Gy 
will be next year’s No. 1 sales leader. aa me Up \ \\ \" Bs 


This means heavy demand on jobbers’ 


; wt Sermon of Ker\\ KHL Wy 
“Sree” |) | Manufacturers’ NeW | | sino gee m 
Seg Merchandising Plans | | "iste=lhu S¢ 


Minnesota Mining has : WHAT’S NEW? 


Christmas promotions 
Turn to pages 71-72 of this 


ey bai A four-phased program of Christ- leads Wea Qtek Check Ged 
cEATURES : st ece S000 edges: mas promotion for cellophane and properly filled out will bring you 
° fama —- aw gift tapes manufactured by Minne- quickly the details on new prod- 
a is $ sota Mining and Manufacturing Co. ucts that interest you. 
begins with a Sunday TV spectacu- 
a Baw On | IT’S QUICK—IT’S FREE 
ao sae | 
i Supplementing the hour-long TV 
ncys Oo ing: , — 
° aco sit ve Deru 1 show wen be a 16-page covor insert | Ze eS GIBSON 
* ginish } ins and ay in called “Christmas Magic” in the st. GRIPPER 
ndle December Ladies’ Home Journal; | > er = J CLIPS 
spot TV commercials in 100 top | « | | | 
Siiah eilicbal Within tor market areas; and a color ad in | ON! = jae =| KEEP 






































literature and prices on the ood | : THINGS 
sour Unnbie “fete rte. the Sunday supplement, American | # IN PLACE 








Weekly. | | pRicHT FINISH Double Spring Action 


STEEL CHEST CORP. A gift-wrap movie called “A | | "0 JUTTING Points 2 Sizes Hold Most Handles 
UNIO LE ROY, NEW YORK Touch of Paris” will be used by | GIBSON G00D TOOLS, INC... Sidney 6, N.Y. 
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Manufacturers Promotions 
(Continued) 





civic organizations and women’s 
clubs. Point of sale display outfits 
back the various promotions. 


Butcher Polish contest 
for floor wax dealers 


Dealers can win a sports car, a 
trip to Bermuda, or a 1000 Ib Black 
Angus steer in Butcher Polish 
Company’s Tournament of Retail- 
ers. 

Five cases of Butcher’s Wax 
Products will qualify any dealer 
for the contest. Prizes are awarded 
to dealers with the best promotions 
of Butcher’s products at their 
stores. 


Stanley offers builders’ 
hardware color slides 


Hardware consultants, builders 
and architects will be interested in 
a slide presentation available from 
the Stanley Hardware Div., Stan- 
ley Works, New Britain, Conn. 
Subject of the presentation is 
hinges. 

Ths 30-minute slide presentation 
is in color, complete with commen- 
tary. It provides visual instructions 
on how to use a hinge selector 
guide and template for final hinge 
selection. 


Second ad series set for 
Merchandising Alliance 


The second series of dealer ads 
to be designed by “Hardware/ 
housewares Merchandising Alli- 
ance,”’ Lee’s Summit, Mo., is avail- 
able for Thanksgiving-Christmas 
use. 

The first set of ad mats and 
background on the newly formed 
organization was covered in the 
Aug. 28 issue of HARDWARE AGE 
(pp. 70). The Alliance is a sales 
promotional program designed to 
help dealers sell more. 

Five manufacturers presently 
forming the group are: O. Ames 
Co., Borg-Erickson Corp., Rubber- 
maid Inc., and Wear-Ever Alumi- 
num Inc. Howard M. Schick is 


president of the Alliance. 
Ad mats Nos. 5, 6, and 7 form 
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IS 


DONT ASK US 





Satistied Dealers 
Sharon's Main Objective 


; ASK 


Spencer F. Smith 


Vice President of Outside Stores 
Carlisle Hardware 
Springfield, Mass. 


Constant Inventory 


"We now maintain a constant 
inventory due to the Sharon 
Mobile Service. With the self 
selection we have reduced our 
sales expense. | 





Over 1000 Sizes in 16 Square Feet 

100% Mark-Up 

Reduces Inventory up to 50% 

Valuable space saved for Impulse Items 

Free Racks 

Printed pictures outside—printed prices inside 
Only the refill is replaced—not the entire 
Assortment 


Stop Losing customers to your Competitor 


MAIL THIS COUPON TODAY: 


Sharon Bolt and Screw Co., Norwood, Mass. 


FIRM . 


Please Mail Additional Information 


ete sh ae oe 8 eee es ee ee © SCO Se SO es Cee ORE eeC eC Cee wee sles OBSERVE SCRE SO & Ses. 5 ©4642 6 6.9 


eeseesee*eeeeeeeeeeweeeeoeeeeseeceoeeeeeseeeaeeeeeeoeeseeseeeeeeneeeeseeeerseeeeeraeee 8 


(PLEASE PRINT) 











/k& eagy 10 Sel 
NATIONAL 


PRODUCTS 
FeCted~, they're conveniently 


packaged, easy to install, are made 
of the finest materials, and are priced 
for fast turnover. Place a sample 
order today and you'll soon learn 
they’re real money-makers. 


VINYL-INSERT THRESH- 
» OLDS—No exposed 
© ‘screws, no hook strips. 
3 widths (1%4", 32", 4”) 


TWO-IN-ONE WEATHER- 
STRIP—A doorstop-weath- 
erstrip combination for 
windows or doors. Comes 
in 7’ lengths. 


PACKAGED WEATHER- 
STRIP—Bronze and alumi- 
oum—in standard sizes or 
17’ and 100’ rolls. 


SEALER-STRIP—Metal and 
felt weatherstripping. 17’ 
of material in each box. 


My 


LINOLEUM BINDING AND 
EDGING—Brass, aluminum 
or stainless steel—in clear 
plastic packages (12’), or 
75’ lengths. 


INTERLOCK THRESHOLDS, 
SILLS, SADDLES—Wide 
range of designs — all pre- 
cut ready for installation. 


““CASE-TITE’’ SNAP-ON 
WEATHERSTRIP—For metal 
casements. No nails or 
screws needed. Comes in 
6’ lengths (bulk) or in cut 
sets. 


METAL AND FELT DOOR 
SWEEPS—Choice of 
materials—3 metals, 
2 colors, 2 felts. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 








NATIONAL METAL 
PRODUCTS COMPANY 


National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 





Manufacturers’ Promotions 
(Continued) 





the new series, covering gift and 
utility items for Thanksgiving 
and Christmas. Some items are 
interchangeable in these 3 col. x 9 
in. mats. Store trim materials are 
also available. All materials are 
free to dealers. 

Dealers who wish mats, trims, 
or further information should 
write: Hardware/housewares 
Merchandising Alliance, 32 E. 
Third St., Lee’s Summit, Mo. 


Makers of HooKouT send 
small parts envelopes 


Ardmore Specialties, Ardmore, 
Pa., manufacturer of HooKouT 
Clear View Hook Removers is 
mailing sample envelopes to over 
20,000 dealers. The free envelopes 
are good for packaging small 
parts such as tackle items, swivels, 
shot, hooks, and small hardware 
items. 

The dealer pays only handling 
and postage charges, which range 
from $1 for 500 envelopes to $2 
for 2000. Dealer imprint may be 
had for an additional charge of 
$3 per thousand. 


Challenger offers 99 
year door guarantee 


Challenger Products, Inc., Car- 
negie, Pa., offers a 99 year guar- 
antee on every Challenger and 
Weatherchanger stainless steel 
storm/screen door. 

The warranty includes repair or 
replacement of any stainless steel 
door part found to be defective, 
at no customer cost. 

The door must be operated un- 
der normal conditions and must 
remain in the original installation 
as listed on the registration card, 
or the guarantee is voided. 


Congoleum-Nairn steps 
up vinyl flooring ads 

Congoleum-Nairn Inc. is step- 
ping up its promotion of Forecast 
Vinyl. 

The Kearny, N. J. floor covering 
manufacturer is using nationwide 
newspaper coverage and will in- 
crease radio and TV ad schedules 
in November and December. 


STARRING today in the 


nations most interesting 
homes! Your most profitable 


onc heniaisal line! 


SIAR'S 


wera 


Handsome steel and die-cast pieces 
beautifuily finished in Chrome, Black, 
Polished Brass, Polished Copper 
Nickel or Prime +. 


hardware 


SWEPT-WING 
HINGE 

#519 

Flush Type 

2516 
Semi-Concealed * 


2518 
Offset Type in %" 


OVAL HINGE 
- #522 

y >, Flush Type 

#520 
heel 
ype in %", ", 
%", %" : 


#521 
Offset Type in %" 


V-PULLS (with concave center) 


2595 
3"* Centers 
(not avail- 


able in Nickel) 


KNOBS & BASES 


#597—i'/,"" Knob 
#597—2" Knob 
##510-B—2'/,"" Base 
#510-B—3'/,"" Base 


(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 


ALWAY MAGNET 
CATCH 
#232. 


Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 


Ask for complete 
catalog & price 
list TODAY. At- 
tractively finished 
Birch Plaque 
1A" xI54¥2" x A" 
to display 
mounted samples 
available upon 
request. 


STAR": 


30 Butler Stre 
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SEYMOUR SMITH 


SNAP-UU. 


SHEARS 





SNAP-CUT Shears will please 
all your customers. Home own- 
ers will like their smooth, pow- 
erful cutting action and many 
gardeners will actually ask for 
SNAP-CUT Tools by name. Be 
sure you have these money- 
making tools in stock. 


Ask your jobber for 
the fast selling line...SNAP-CUT. 


And, ask him about our 
local newspaper promotion program. 


SEA D (*VIT- SEYMOUR SMITH & SON, we. 
my \ af J Oakville, Gonn., U.S. A. 


Quaiity Toots 
 Bince 1850 





Sales Representatives 
JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8 N. Y. 


Hex and hex fasteners 
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have many advantages 


Hex and hex fastening, a pro- 
gram in which one hex bolt and 
nut consolidate the features of 
four other units to do the same 
job, has been started by Russell, 
Burdsall & Ward Bolt and Nut Co., 
Port Chester, N. Y. 

“Hex and hex offers distinct ad- 
vantages to wholesalers and deal- 
ers,” the firm said. For example: 
inventory reduction is_ possible; 
lower shipping, handling and stor- 
age costs, and prices are no higher 
than square products. 

Under the RB&W program, hex 
and hex can replace these prod- 
ucts: 

Square machine bolt with rolled 
thread, square nut. 

Square head machine bolt with 
cut thread, square nut. 

Hex head machine bolt, hex nut. 

Bright cap screw with National 
Coarse Thread in the solid die 
range, separate nut. 

With hex and hex, the company 
said, less inventory gives faster 
turnover and more working capi- 
tal. 


Personal income rate 
increases in September 


Personal income in September 
was at a yearly rate of $357% bil- 
lion, the Commerce Dept. reports. 

Personal income includes wages 
and salaries, investment income and 
pensions. 

The September yearly rate was 
$6.1 billion higher than in Septem- 
ber, 1957. 


One year warranty on 
all 1959 Moto-Mowers 


A one year warranty giving blan- 
ket coverage to both engines and 
mowers has been announced by 
Moto-Mower Inc., a subsidiary of 
Detroit Harvester Co. at Richmond, 
Ind. 

This guarantee covers all models 
made by the company in its 1959 
line. 


Business failures down 


Business failures in the week 
ended October 23 totaled 275, ac- 
cording to Dun & Bradstreet, Inc. 
This compares with 288 in the 
preceding week and 281 in the 
same week of 1957. 














MAKE MINE 





Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. Whea it comes to pliers, 
they know the best is Klein’s—famous 
for quality “since 1857.” 

For your top customers... those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


FREE POCKET 
TOOL GUIDE 


A free copy of the 
new Klein Pocket 
Tool Guide will be 
sent on request with- 
out obligation. 





Mathias KIEIN & Sons 
Tombiiahed 1857 Chima ELA 
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News About Dealers: Massachusetts Store 





Moves Across The Street, Business Booms 


Boston, Mass.— HARVEY 
HARDWARE STORE, 660 Centre 
St. in the Jamaica Plain sec- 
tion, recently moved across 
the street to make way for 
the city’s new post office. Ac- 
cording to owner Thomas J. 
Hughes, business is better 
than ever, partly because the 
store is now on the busy side 
of the street. Harvey’s is 
one of the most modern 
stores in the area. 


Sublette, Jil. — BURKARDT 
HARDWARE was robbed of 
several power hand tools on 
Oct. 23. If you have any in- 
formation about the follow- 
ing items, please contact 
store owner, Jack D. Koehler. 
One Black & Decker % in. 
drill with hex key Jacob’s 
chuck Model 2. Also these 
Sunbeam tools: % in. drill 
No. 70 with hex key chuck; 

(Continued on page 112) 








ALLERTON J. McEWAN 


Rawiplug Co. Elects 
McEwan Vice - President 


Allerton J. McEwan has 
been elected vice-president of 
sales for Rawlplug Co., Inc., 
New Rochelle, N. Y. 

Mr. McEwan, who lives in 
Darien, Conn., had been sales 
manager of Rawlplug. 


Sabine Supply Co. Has 
New Orange, Tex., Unit 


Sabine Supply Co., 
Orange, Tex., wholesaler, 
has completed a new 90,000 
sq ft warehouse which was 
opened Nov. 8 and 9. Deal- 
ers and industrial customers 
were invited to the open 
house. | 

Ads in three newspapers 
announced the opening. Re- 
freshments and gifts were 
distributed at the open 
house. 
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Rose, Kimball & Baxter 
Announces Pro Program 


A stepped up promotion 
program and a more ex- 
tensive catalog and pricing 
service were announced at 
the recent meeting of pro- 
gram dealers associated with 
Rose, Kimball & Baxter, 
wholesaler of Elmira, N. Y. 

The meeting, held Oct. 28 
and 29, was featured by an 
announcement of the new 
Pro dealer franchise pro- 
gram (see HA Sept. 11, p. 
391). Details of the program 
were announced by Paul Cos- 
grave of Cosgrave & Asso- 
ciates. Rose, Kimball & Bax- 
ter is a member of the Pro 

(Continued on page 112) 


H. A. Hackney Joins 
Walter H. Allen Co. 


H. A. Hackney, formerly 
of Hibbard, Spencer, Bartlett 
& Co., Evanston, Ill. whole- 
saler, has been appointed 
special representative of 
Walter H. Allen Co., dealer- 
owned wholesaler of Dallas, 
Tex. 


Mr. Hackney, veteran of 
30 years in hardware, repre- 
sented Hibbard for 22 years. 
He served the last five years 
in the Texas area as dis 
trict sales manager. Most 
recently, he has been south- 
western division manager of 
Peaslee-Gaulbert Corp. 
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CLARENCE B. NOELTING 
C. B. Noelting Elected 
Faultless President 


Clarence B. Noelting has 
been elected president of 


Faultless Caster Corp., Ev- 
ansville, Ind. He succeeds 
his late brother, William H. 
Noelting. 

Clarence Noelting joined 
Faultless 43 years ago as a 
stenographer and later 
moved into sales and adver- 
tising. He was elected exec- 
utive vice-president in 1944. 
Mr. Noelting is a director 
and past president of the 
American Supply & Machin- 
ery Mfrs. Assn. 

Faultless also has elected 
Walter W. Noelting as exec- 
utive vice-president and sec- 
retary, and re-elected Elmer 
H. Noelting vice - president 
and treasurer. 





The annual stockholders’ 
meeting and merchandise 
show held recently at Dallas 
by Walter H. Allen Co., 
dealer-owned wholesaler, 
spoofed the idea of a reces- 
sion, according to president 
Walter H. Allen. 

Some 40 new stockholder- 
dealer accounts were report- 
ed as helping the company 
reach $5 million in sales for 
the first time, an increase of 
27 percent. 

Net profits were up, too, 
according to Mr. Allen. The 
cost of doing business was 
reduced in the fiscal year by 


Brisk Buying At Allen Dealer Show 


coat 


I 





% of 1 percent, giving a new 
high in profit: 31 percent. 
During Allen’s’ two-day 
open house, dealers were 
urged to inspect the firm’s 
40,000 sq ft addition to its 
warehouse. Total warehouse 
space is now 130,000 sq. ft. 


Philadelphia Dealers 


The Retail Hardware Assn. 
of Philadelphia has changed 
its name to Hardware Mer- 
chants Assn. This group is 
made up of dealers from 
Philadelphia and the _ sur- 
rounding Delaware Valley 
area. 
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IRVIN K. FEARN 


Livingston Succeeds 
I. K. Fearn at Thermos 


Donald E. Livingston, sales 
manager, has been elected 
vice-president in charge of 
sales for American Thermos 
Products Co., Norwich, Conn. 
He succeeds Irving K. Fearn, 
who has relinquished his 





DONALD E. LIVINGSTON 


sales responsibilities on med- 
ical advice. 

Mr. Fearn continues with 
Thermos as_ vice-president 
and a director in an admin- 
istrative capacity. 

Mr. Livingston has been 
with the firm for five years. 
He had been sales manager 
of the Vicks Products Div., 
Vick Chemical Co. 





Paxton & Gallagher Purchased By Swansons; 
Operating Policies And Personnel Remain 


Paxton & Gallagher Co., 
hardware wholesaler in 
Omaha, has a new owner, 
and will continue to sell 
hardware with the same op- 
erating personnel and policy 
for the immediate future. 

The change in ownership 
came through the sale of 
Paxton & Gallagher’s coffee 
division. The buyers are the 
Swanson brothers who sold 
their frozen chicken business 
to Campbell Soup several 
years ago and who as in- 
dividuals are getting back 
into the food business. The 
hardware division went along 
with the sale. P. & G’s. liquor 
division was not included in 
the sale. 

The sale is to be effective 
Dec. 31 after the P. & G. 
board passes on the offer. 
Sale price is reported to be 
$11,548,226. Sales volume of 
the divisions is reported to 
be $5% to $6 million in hard- 
ware, $20 miilion in coffee. 

Executive changes will be 


Gilbert C. Swanson going in 
as board chairman and W. 
Clarke Swanson as president. 


Paul C. Gallagher, former 
president, remains on the 
board. 


“We are going to continue 
to run the hardware division, 
with the same _ personnel, 
lines, and policies,” Clarke 
Swanson told HARDWARE AGE 
in commenting on plans for 
the immediate future. 

“As for the future, we 
don’t know about that our- 


selves,” Mr. Swanson con- 
tinued. 
Mr. Swanson made the 


point that he and his brother 
are food men, not hardware 
men by experience, as a pref- 
ace to the remark that if 
“Someone else who knows 
more about hardware is in- 
terested we are willing to 
talk with them.” 

Mr. Swanson added that 
“To all appearances hard- 
ware is a very fine business” 

(Continued on page 113) 
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Janney to Drop General Hardware Accounts; 


Will Service § & Q Stores and Industrial 


Janney, Semple, Hill & 
Co., Minneapolis wholesaler, 
will discontinue its general 
hardware business on Jan. 1 
and will concentrate on scrv- 
icing S & Q program stores. 

The company will continue 
to operate its industrial and 
floor covering divisions. 

In announcing the new pol- 
icy, Benton J. Case, presi- 
dent, said that in addition 
to these three divisions, the 
firm will continue to serve a 
few preferred accounts and 
a limited number of hard- 
ware stores that are poten- 
tial S & Q stores. 

The new policy will not ap- 
ply to Arizona, Utah, Alaska 
and Canada. The company 
will continne to sell all ac- 
counts in these areas, as in 
the past. 

Discontinuing the general 
hardware business will re- 
duce Janney’s total volume 
about 25 percent, according 
to trade estimates. However, 
it is understood that plans 
are underway to expand the 





American Steel Wool 
Names Thomas Gibbons 

Thomas J. Gibbons has 
been promoted to sales man- 
ager of American Steel Wool 
Mfg. Co., Long Island City, 
N. Y. He had been comptrol- 
ler for the firm. 






a 
SP 
SS 


PS 


THOMAS J. GIBBONS 


industrial department which 
has been a profitable opera- 
tion in the past. 

The wholesaler’s voluntary 
chain program identified as 
the S & Q Stores Program, 
will also be expanded. The 
S & Q stores are believed to 
number between 350 and 400 
and it is understood that the 
goal is 1000 stores. When 
this goal is reached, the 
firm’s annual volume will 
likely exceed its present sales 
figures. 

The new organizational 
set-up of Janney will consist 
of three entirely separate di- 
visions, each with its own 
sales head and staff. The 
Stores Division, which will 
serve the S & Q program, 
will be headed by Harold 
Dungan. The Industrial Di- 

(Continued on page 110) 


Corning Glass Names 
Kinter Sales Manager 


B. B. Kinter has been ap- 
pointed manager of Corning 





B. B. KINTER 


Ware sales by Corning Glass 
Works, New York. Mr. Kin- 
ter has been a representative 
in Cincinnati since 1953. 

He was a representative 
for Ekco Products Co., Silex 
Co. and General Mills before 
joining Corning. Mr. Kinter 
is a past president of the 
Cincinnati Housewares Club. 
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Multiply 
your rental — 
prospects 


Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
... greatly increases rental possibilities. The W12 rents for 


© Floor polishing, waxing, buffing, scrubbing, steel wooling 
e@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


PH (le MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 





HOLT MFG. CO. Dept. P-11 
669 - 20th $t., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 
Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS. 
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only a small 
| | Louisville. Some warehouses 















































Peaslee-Gaulbert Gives 
Up Hardware Business 


Peaslee-Gaulbert Corp., 
Louisville wholesaler, is go- 
ing out of the hardware busi- 
ness. The corporate organi- 
zation will continue with spe- 
cialty lines. 

The liquidation has been 
going on with sales to deal- 
ers. All inventory at 11 ware- 
house points has been dis- 
posed of and there remains 
inventory at 


are being kept for floor 
covering distribution. 

The company is going to 
lines which “we know best, 
specialty lines, such as floor 
covering,” T. N. French, Jr., 
president, pointed out. 

Peaslee-Gaulbert went into 
hardware distribution sev- 
eral years ago, but the com- 
pany has been active in 
hardware only in a small 
way, Mr. French noted. “We 
have never been hardware 
people” he pointed out, and 
now the company is going 
into what it terms more 
profit, specialty lines. 


* * * 


Stratton-Terstegge 
Louisville wholesaler, 


Co., 
has 


| taken on the Admiral appli- 


ance line formerly handled 
by Peaslee-Gaulbert Corp. 
This marks a return to ap- 
pliance distribution by Strat- 
ton-Terstegge after a lapse 
of some two years. Appli- 
ances are handled by a sep- 
arate division of the com- 
pany. 


News of the Trade 





E. EWING KEITH 


Keith Manages Sales 
For Temco Division 


E. Ewing Keith has been 
appointed sales manager of 
Magic Chef - Wonder Warm 
Div., Temco, Inc., Nashville, 
Tenn. 

Mr. Keith joined Temco in 
May after serving as Mem- 
phis zone sales manager with 
Studebaker - Packard Corp. 
Before that he held various 
sales posts for 19 years with 
General Motors. 

Temco recently purchased 
the Magic Chef line of gas 
and oil space heaters. Mr. 
Keith will supervise the sales 
organization handling these 
lines. 


A. C. Lowe Retiring 


A. C. Lowe retired from 
the Housewares Div. of 
Wear-Ever Aluminum, Inc., 
New Kensington, Pa., as of 
Oct. 1. He represented the 
company in the Chicago area, 
and had been with it for 31 
years. 





Janney Drops General 
Accounts; Keeps S & 9 
(Continued from page 109) 
vision will continue to oper- 
ate under L. V. Nyquist as 
sales manager. The third di- 
vision, the Janco unit, will be 
headed by G. H. Gackle. 

The Janco division, which 
handles floor covering and 
major appliances, was 
formed a short time ago (see 
HA Sept. 11, p. 404), with its 
own quarters in St. Paul. 

There are probably several 
contributing factors in Jan- 
ney’s decision to discontinue 


_general hardware accounts. 
| One is the belief that a store’s 
| program offers a better re- 


turn on investment than a 
general wholesale business. 
The company has had six 
years’ experience in store 
programming and apparent- 
ly feels that this type of op- 


eration, with higher unit vol- 
ume per store and corre- 
spondingly lower operating 
costs, will yield a more favor- 
able return on capital. 

Another contributing fac- 
tor may be the fact that a 
civic redevelopment program 
underway in Minneapolis 
(see HA June 19, p. 105) 
will result in the loss of Jan- 
ney’s main building. 

Underlying these develop- 
ments is the fact that gen- 
eral line wholesalers have 
been experiencing a sharp 
profit squeeze in recent 
years. Janney’s decision to 
concentrate on a voluntary 
chain program, industrial 
business and floor coverings 
and major appliances, and 
giving up general line ac- 
tivity, is undoubtedly de- 
signed to improve the profit- 
ability of the company’s op- 
eration. 
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News of the Trade 


brief reports of 


MANUFACTURERS’ SALESMEN 


@ Buckeye Div., Mardigian Corp., Wooster, Ohio—John K. 
Hamilton from representative in Minnesota to Central zone 
manager covering Minnesota, Wisconsin, Illinois, Indiana, 
Michigan, Ohio, Kansas, Nebraska, Iowa, N. Dakota, S. 
Dakota, Missouri, Kentucky, Tennessee, Alabama, Missis- 
sippi, and Louisiana. 


@ Atkins Saw Div., Borg-Warner Corp., Indianapolis— 
Dick Laubus, formerly of Disston Div., H. K. Porter Co., to 
eastern Pennsylvania, southern New Jersey, Delaware, 
Maryland and Washington, D. C. 


@ Stanley Works, New Britain, Conn.—James A. Stevens to 
succeed George A. Mills in the Los Angeles area. William 
McGlynn to assist Mr. Stevens. James Blaikie to handle 
newly combined Washington and Oregon territory. 


@ S. L. Allen & Co., Inc., Philadelphia—James J. Griffin to 
eastern sales representative to succeed Henry L. Boyer, as- 
signed to new duties in the sales department headquarters. 





news in brief of 


MANUFACTURERS AGENTS 


@ Eagle Rule Mfg. Corp., New York—Southern New Jer- 
sey, eastern Pennsylvania, Maryland, Delaware and Wash- 
ington, D. C., to Truitt & Co., Philadelphia. 


@ Osrow Products Co., Inc., Glen Cove, N. Y.—Northern 
California to Don Wagener and Don Swanson of Western 
Merchandise Mart, San Francisco. 


@ Edward Leeds Co., Lakeview, Long Island, N. Y., has 
appointed William W. White & Co., Inc., White Plains, 
N. Y., representatives for Fastinge No-Mortise Hinges. 


@ N. B. Spurgeon Co., Chicago representative, has moved 
to new and larger quarters at 4315 West Fullerton Ave., 
Chicago, Ill. The new phone number is HUmbolt 9-3700. 





Huey & Philp Honors 100 Years of Service 





M. T. Walbridge (left) and D. H. McMordie (right) were each 
recently honored with a gift and ceremony by Huey & Philp Co., 
wholesaler at Dallas. Each man has completed 50 years of service. 
Alvin Lane, president of the Company, made the awards. Messrs. 
Walbridge and McMordie will remain active as salesmen. 
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D & M Sports Equipment 
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ES 
Everything you 
need to win... 
the selling game 


Why “roll-your-own” trying to assemble a complete line of 
sports equipment that will sell? Eliminate brand confusion, 
inventory probems and duplication with the fast selling Draper- 
Maynard high-quality line. 


3% A complete line of sports equipment 
High-quality insures repeat sales 





Nationally famous brand name 

All price ranges 

Approved Youth League equipment 
MacGregor golf balls and tennis equipment 
Complete catalog presentation of line 
Quick delivery from wholesaler 

Faster turnover — higher profits 


2 Oe OO 


Like to have the full story? Write today for complete informa- 
tion, catulogs and name of your nearest Draper-Maynard 
wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. °° Cincinnati 32, Ohio 
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R K & B Dealers Get Tips On Big Chains 


How dealers can compete with chains was the subject of a talk by 
M. G. Kimball of Rose, Kimball & Baxter at a recent dealer meeting. 
Checking the chart with Mr. Kimball are, left to right, dealers Lyle 
Preston, Preston Hardware, Oxford, N. Y.; Ray Pitcher, Owego- 
Murray Co., Owego, N. Y., and Phil Keen, Murray Co., Honesdale, 


Pa. Mr, Kimball is on far right. 
(Continued from page 108) 


distributors group. 

The new dealer service to 
be supplied by Rose, Kimball 
& Baxter to program dealers, 
was described by M. G. Kim- 
ball, sales vice-president. 

An exhibit of seasonal! 








and staple merchandise was 
presented at the meeting. 
Plans for the session were 
arranged with the coopera- 
tion of a Dealer Advisory 
Committee consisting of: 
Geo. Camin, Owego-Murray 
Co., Owego, N. Y.; Clarence 
Puckwald, Hadley’s Hdwe., 


News of the Trade 





Seneca Falls, N. Y.; Frank 
Watrous, Watrous Hdwe., 
Athens, Pa.; Merritt Hartz, 
Ed Hartz Hdwe., Deposit, 
N. Y.; Keith Harris, Harris 
Hdwe., Belmont, N. Y. 


McCormick Retires, 
60 Years in Hardware 


Joseph M. McCormick, 
sales department member of 
the Bronson and Townsend 
Co., New Haven, Conn., 
wholesaler, retired Sept. 30. 

He has been in the hard- 
ware business 60 years, 55 
years with Bronson and 
Townsend. 

In Sept., 1948, Mr. McCor- 
mick was made a life mem- 
ber of the Hardware Age 
50 Year Club. 


News About Dealers: 





(Continued from page 108) 


drill kit No. 71; saw No. 72; 
saw No. 76; sander No. 74; 
and grinder-sander No. 73. 


Paoli, Pa. HARDWARE 
CENTER, a hardware store in 
the Paoli Shopping Center, 





was recently robbed. Tools 
were removed from display 
and $2000 in cash was taken 
from a safe which the thieves 
smashed. 


Pittsburgh, Pa. — INGRAM 
HARDWARE CO. was moved 
from an 1800 sq ft building 
to a 4000 sq ft store in the 
Crafton-Ingram Shopping 
Center. Frank Stefora, own- 
er of Ingram Hardware, is 
also promotion manager of 
the shopping center and 
president of Pittsburgh Re- 
tail Hardware Assn. 


Pacific Southwest Day 


The Pacific Southwest 
Hardware Assn. held its 
fourth annual Golf Day and 
Industry Dinner Sept. 23 at 
Santa Ana (Calif.) Country 
Club. Golf winners of the day 
were: Retailer division, low 
gross—John Ganahl, Ganahl 
Lumber, Anaheim, Calif.; low 
net—C. B. Jourden, Whitmire 
Hardware, Reseda, Calif. 
Supplier division: low gross 
— Bob North, California 
Hardware; low net—Bill Van 
Dam, R. C. Moore, Inc. 





ATTRACTIVELY 


PRICED 


MODEL SI0M—LOW COST...TOP QUALITY 
WISSOTA SKATE SHARPENER 


FOR ALL TYPE SKATES! 


EASILY, ACCURATELY SHARPENS REG- 
ULAR HOLLOW GROUND HOCKEY... 
DEEP GROUND FIGURES OR FLAT 
GROUND, NARROW BLADE SKATES. 


S-10M UNIT is mounted on a speci 

board complete with 2 surface plates on 

which holder slides, 1/3 H.P. heavy duty motor, 
a7?x 1% x %’’ wheel for flat grinding, a 5 x ! 
x ¥%2°’ wheel for hollow grinding. 


NEW! 


HOLLOW GRINDS 


* Large 


DIAMOND DRESSING 
ATTACHMENT 


(Furnished with Grinder) 
Produces a true, accurate ra- 
dius on face of the wheel. 


MOVABLE GUARD 
EXTENSIONS 

plus safety glass eye 
shields, furnished with 
grinder, provide a safe- 
ty feature not found in 
competitive skate sharp- 
eners. 


A3Z3xilx tk” 
wheel for deep 
contour hollow 


MODEL SA6 SKATE 
HOLDER 
uipment 


SHARPENERS 


i 


BLADE LENGTH OF RUNNER! 
% Provides vibration free—satin smooth . 
runner blade grinding. 
8°* diameter resinoid wheel assures rapid removal! 
of stock of badly worn biades . . 
*% Maximum Grinding Wheel Economy .. 
grinds more skates per wheel at lower cost. 


revent movement or chatter... 
as a wide range of adjustment. 
Bottom surface is carefully machined. 


Order from your jobber or write for details! 


WISSOTA MES. SO: sunntsor 


WissoTAs 


HORIZONTAL TYPE 
ELECTRIC SKATE SHARPENER 


. length of 
% H.P. totally enclosed motor. 


. satin-smooth finish. 
Model 5S8 


regular 
with WISSOTA SKATE 
may be purchased 
ely. Rigidly clamps skate to 


Dept. B 
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Paxton & Gallagher 
Under New Management 


(Continued from page 109) 


estimating that sales are 
from $5% to $6 million a 
year, and “We are going to 
keep hardware intact, and 
run the division with the 
same personnel and policies.” 

Clarke and Gilbert Swan- 
son are the sons in C. A. 
Swanson & Sons Co. sold to 
Campbell Soup in April, 
1955. The sons are officers 
of and consultants to Camp- 
bell Soup. Their transactions 
with Paxton & Gallagher are 
as individuals and have no 
connection with Campbell 
Soup. 


Wholesalers Report: 
Factories Slowing Up 


A number of wholesalers 
have reported to HARDWARE 
AGE that the return to a 
more stable economy is not 
without problems. Merchan- 
dise deliveries have slowed 
up. 

The consensus of these re- 
ports is that where manu- 
facturers’ deliveries were 
taking a few days to a few 





weeks, from 10 days to two 
months is now needed. 

The improved spirit of our 
economy seems to have 
caught nearly everyone a 
little short of merchandise, 
from consumer to manufac- 
turer. Temporarily, at least, 
staples in many key hard- 
ware lines are moving faster 
than production and delivery 
can cope with. 

Wholesalers agree that 
dealers will be wise to buy 
heavier in key items now in 
good supply. 


Officers Elected For 
New LePage's Division 


Four officers have been 
elected to fill posts in the 
newly formed LePage’s divi- 
sion of Johnson & Johnson, 
New Brunswick, N. J. 

Fred D. Clark, former 
sales manager of Permacel, 
has been elected vice-presi- 
dent of marketing. 

John L. Callahan, former 
director of consumer prod- 
ucts for Permacel-LePage’s, 
is now vice-president of mer- 
chandising. 

Edgar A. Gaudette, former 


News of the Trade 











ROBERT J. MORTIMER 


treasurer of Permacel-Le- 
Page’s, was elected vice- 
president and treasurer. 

Herbert D. Lamar, former 
controller of Permacel-Le- 
Page’s, is now assistant 
treasurer and controller. 

Johnson & Johnson recent- 
ly formed two separate divi- 
sions from its former affi- 
liate, Permacel-LePage’s. 

LePage’s will manufacture 
and sell all pressure sensitive 
tapes and adhesives for con- 
sumer use. 

Permacel will handle the 
industrial tapes and adhe- 
sives. 

Robert J. Mortimer, for- 
mer vice-president of John- 


GEORGE C. RIEGGER 


son & Johnson International, 
was elected president of the 
new LePage’s division at the 
time of the corporate change. 

George C. Riegger con- 
tinues with Permacel as 
president. 

Sales headquarters of Le- 
Page’s will be in Metuchen, 
N. J. Principal manufactur- 
ing operations of the divi- 
sion continue at Gloucester, 
Mass. The LePage’s plant 
in Pleasantville, N. J. will be 
closed and operations will 
be merged with the Glouces- 
ter plant. 

Permacel’s facilities all re- 
main in New Brunswick. 

















Size — 32” long, 1 


YOU'LL INCREASE YOUR REEL SALES 
with the Mew PENN DISPLAY RACK 


4” wide, 21'2" high 


Holds 13 average-size reels 
26 chromed clamps furnished for mounting reels 


Made of heavy gauge steel, with beautifully 
enameled design 


@ Price $4.50 Net, F.0.B. Coshocton, Ohio 
Send order with check directly to 


PENN TACKLE MFG. CO. «+ PHILA. 32, PA. 





















From the makers of DURO Plastic Aluminum another 


GREAT NEW PRODUCT, GREAT NEW PACK 















CHEMSTEEL 


the world’s fin- 
est filler and adhesive. DURO 
E-POX-E CHEMSTEEL chemic- 
welds, seals, solders, f 
tionally promoted .. . and great- 
er value. Two sizes retail at $1 
and $1.89. 





WOODHILL CHEMICAL CO. 
1390 E. 34th Street © Cleveland 14, Ohio 


“Originators and World's Largest Mfrs. of Plastic Aluminum" 
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TOOL BOX 
OF THE 
MONTH 


| 
) Deep drawn, seamless 


steel, hip roof style. !9"' 
x 7%." x 84". Lift-out 
tray, electro - welded 


piano hinges; durable 
baked ename! finish; 
contour form fitting 
handle: bright, zinc 
plated hardwore; also 
available in 14" 
| (140DL) and 16" 


(160DL). 





1414 S. Michigan Ave., Chicago 5, Ill. 

















Quality for over 25 years! 


190DL 


SIMONSEN INDUSTRIES, INC. 












Here's an aerial view of the new warehouse of The Salt Lake Hard- 
ware Co., at Grand Junction, Colo. The concrete structure contains 
152,000 sq ft of storage and office space on three floors. It replaces 





Reuben Momsen Heads 
Momsen Dunnegan Ryan 


Reuben F. Momsen, former 
vice-president, has been 
elected president and treas- 


REUBEN F. MOMSEN 


urer of Momsen Dunnegan 
Ryan Co., El Paso, Tex. 
wholesaler. He succeeds his 
brother, Gus Momsen, who 
died Oct. 2 (See HA Nov. 6, 
p. 134). 

Reuben Momsen has been 
with the firm for 10 years as 
vice-president. Before join- 
ing his brother in hardware, 
he was assistant city attor- 
ney in El] Paso. 

Other officers just elected 
are: A. J. Murray, executive 
vice-president; Henry Mc- 
Donnell, vice-president and 
merchandise manager; Gus 
Momsen, Jr., vice-president; 
and Leo H. Harris, secretary. 


Central States Club 
Sets Janucry Meeting 


The 2ist annual meeting 
and dinner party of the Cen- 
tral States Hardware Club 
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will be held, as usual, dur- 
ing National Housewares 
Show Convention Week. 

The club meeting will be 
held Jan. 12 in the Illinois 
Room of the LaSalle Hotel, 
Chicago. Officers and direc- 
tors will be elected for 1959. 


Simplicity Mfg. Co. 
Promotes R. L. Smith 


Simplicity Mfg. Co., Port 
Washington, Wis., has named 
Russell L. Smith, former di- 
rector of sales, as vice-presi- 
dent and marketing director. 

He joined the company’s 
sales department following 
World War II. During the 
Korean War he served on va- 
rious industry committees 
and represented the company 
at meetings of the Controlled 
Materials Division of the Na- 


RUSSELL LARRY SMITH 


tional Production Authority 
in Washington. 

He became the company’s 
sales director in 1950. He 
will direct all of the com- 
pany’s marketing activities 
in his new position. 


—News of the Trade 
The Salt Lake Hardware Co. Opens New Warehouse In Colorado 





an older, smaller warehouse. General hardware lines and steel goods 
share the two-section building. There's rail siding, and bays for many 


trucks. 


OBITUARIES 


Charles J. Whipple 


Charles J. Whipple, 73, 
board chairman of Hibbard, 
Spencer, Bartlett & Co., Ev- 
anston, Ill., wholesaler, died 
Oct. 29 in his home in Win- 
netka, III. 

He started with Hibbard, 
Spencer, Bartlett & Co., in 
1908 as a stock boy. He be- 
came a salesman, then gen- 
eral manager. In 1926 he 
was elected president. Twen- 
ty years later he retired as 
president and was elected 
chairman of the board. 

He was a past president 
and member of the advisory 
board of the National Whole- 
sale Hardware Assn. and 
served as a member of the 
War Manpower Commission 
during World War Il. He 
served on the Chicago Board 
of Education, and was its 
president for one year. 


Gilbert A. Long 


Gilbert A. Long, 54, owner 
of Millersburg (Pa.) Hard- 
ware Co. and president of 
Millersburg Products Co., 
died Oct. 21. 


Harold A. Vaughn 


Harold Atkinson Vaughn, 
69, owner of Vaughn Hard- 
ware, St. Louis, died Oct. 12 
following an operation. 


Dick Hannah 


Dick Hannah, 24, sales 


manager of Hannah Hard- 
ware Co., Bethel, Ohio, died 
recently from injuries re- 
ceived in an automobile acci- 
dent. 


William A. Cortes 


William A. Cortes, chair- 
man of the board of Bering- 
Cortes Hardware Co., Hous- 
ton, Tex. wholesaler, died re- 
cently after a three-month’s 
illness. Mr. Cortes joined 
the firm when he was only 
20 years old and came to his 
desk every day until his ill- 
ness. He was a past presi- 
dent of the Texas Wholesale 
Hardware Assn. 


Roy Needles 


Roy Needles, a salesman 
for Bostwick-Braun Co., To- 
ledo wholesaler, died Oct. 25 
following a heart attack. He 
joined the company in 1929 
and covered a Toledo terri- 
tory from 1933. 


Arthur F. Seep 


Arthur Francis Seep, Oil 
City, Pa., a former partner 
in the Seep Bros. Hardware, 
now a branch of United 
Hardware & Supply Co., died 
Oct. 1 at the age of 88. 


Fred W. Arens 


Fred W. Arens, 59, Maple 
Park, Ill., hardware dealer 
died recently in an automo- 
bile collision near Wheaton, 
Til. 
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report in pictures of events in the trade 





Some of the 200 Ohio dealers that at- 
tended the Ohio Hardware Assn. Kollege 
of Product Knowledge are shown examin- 
ing a model store set-up in the Associa- 
tion's building in Columbus. About 40 
dealers met for each one-day course. Ten 
top manufacturers supplied key industry 
men to give 30-minute lectures and dis- 
cussions on their lines. All courses were 
slanted toward general knowledge in the 
different types of merchandise. 
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"Synergism" {or cooperation) 
was the theme of American Pad 
& Textile Co.'s week-long sales 
meeting held at the Greenfield, 
Ohio headquarters. The meeting 
emphasized better service to Ta- 
patco wholesalers and dealers. 
Shown, standing (back row, | to 
r) Russ Kerr, Paul Gessner, Art 
Prein, Dave Worthington, F. T. 
Wile, John Méitchell, Harry 
Younghans, John Waddell and 
Don King. (Third row) Ralph 
Allen, Roy Wissel, Harold Miller, 
Bill Abbott, Max Dye, Ronald 
Hall and Jack Waddell. (Second 
row) Don Hindes, George Licht, 
John Lewark, R. L. Marloff, Al 
Brackman, Bob Logan, Lou Fraw- 
ley and Joe LeBlanc (Seated) 
C. L. Jamison, Henri Marc, pres- 
ident; F. R. Marlier, board chair- 
man; Ned C. Herrold, vice-pres- 
ident sales; and Haydon Hall 





Forty representatives and officers gathered for the annual sales convention of E Z Paintr Corp., Milwaukee, and its subsidiary Black 
Panther Tool Co., Los Angeles, which was held at Keego Lodge, Woodruff, Wis. The 1959 sales and merchandising program was laid 
out and a new line of painting tools was introduced. V. T. Touchett, president of E Z Paintr, headed the group that saw George Michaels 


of metropolitan New York, win the Spring Salesmen's Drive. The champ was given an Indian headdress 


Indian Tribe by the Chief. 
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Classified Opportunities Section 





Representatives Wanted 








Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer man now 
calling on paint, hardware, lumber dealers. Protected 
territories. Established business. Will also con- 
sider sideline man or manufacturers’ agent. 


Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








SALESMEN WANTED 


To sell complete line of Carbide Saws, 
knives and bits to the wood industry, 
mills, factories, cabinet shops, builders 
and carpenters. Line could be used as 
supplement for salesmen carrying order 
lines. 

Address Box M-50, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 








BRITISH MANUFACTURER 


seeks outlet for volume sales of high qual- 
ity FEELER GAUGES. Most competitive 
terms and prompt despatch. Representa- 
tion required. Information and Fam “ 
from Messrs. Jilton Manufacturin 
539 Holloway Road, London N. 19, 


eo Fao 
Telegraphic Address: 
DON.”’ 


“JILTONCO, STON. 








WE ARE LOOKING FOR MANUFACTURER'S 
AGENTS now calling EXCLUSIVELY on the Retail 
Hardware and Retail Lamber Yard Trade in the 
midwestern, southwesto™n, northwestern states and 
Virginia, Georgia, Alabama and New Orleans, La. 
to sell a complete line of fasteners. We offer a good 
proposition with liberal commission. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST., NORWOOD, MASS. 








WANTED 


MANUFACTURERS’ REPS. AND DISTRIBUTORS 
Brand new line of Aluminum Door Hardware 
and Thresholds; absolutely lowest priced quality 
line on the market; eliminates all competition. 
For porticulars write: 


LUSTRE LINE PRODUCTS 
53 North 2nd Street, Philadelphia 6, Pa. 














LEADING AEROSOL MANUFACTURER 
has choice territories open for top-notch manu- 
facturer’s representatives. Reply giving details, 
references, and photograph, if possible. Address: 
Box M-32, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


WANTED — REPRESENTATIVES AND 
DISTRIBUTORS. Brand new line of steel and 
aluminum ornamental rural mail box stands. 
Absolutely lowest priced quality line on the 
market. New features. For particulars write 
BENCRAFT COMPANY, Box 884, Pittsburgh 
30, 


MANUFACTURERS REPRESENTATIVE— 
NEW ENGLAND STATES. Importer with high 
quality line of German Hardware has openings 
for men calling on wholesalers only. State exact 
area covered, experience and age also present 
lines. Our hardware very successful in other 
areas because it is acieol eempetitively besides 
having quality. Great opportunity for the right 
men. Address: Box M-44, care of HarpWare 
Ace, Chestnut & 56th Sts. Philadelphia 39, Pa. 


TESAMOLL FOAM STIK TAPE. _ Excep- 
tionally profitable item for ditributor and/or live 
wire manufacturers resentative. New unique 
weather stripping and multi-purpose household 
plastic urethane foam tape. Used throughout 

in industry, office and workshop. 

write Dept. United Mineral & 

ee Corp., 16 Hudson St., New York 13, 
Y., BEekman 3-8870. 


SAT RSMAN SELL PAINT BRUSHES, to 
industrials, hardware, paint stores quality line, 
Liberal commission. territories. Only 
men now calling on this trade with allied lines 
will be considered. SIRA BRUSH CO., INC., 

W. 23rd St., New York 11, N. 7 


WANTED — REPRESENTATIVES “AND 
DISTRIBUTORS for a complete line of whisk 
and toy brooms. Lowest priced quality line on 
the market. For particulars write. Address: 
Box M-46, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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TERRITORIES OPEN FOR 
LIVE WIRE SALES REPS! 


Don't answer this ad unless you can SELL—and we 
mean SELL! We're large, well-known manufac- 
turers of nationally distributed plastic products and 
we're seeking ESTABLISHED sales reps who are 
really on the ball to sell our line of Plastic Garden 
Hose and Sprinklers. If you qualify, reply immedi- 
ately so we can get into action without delay. 


Address: Box M-49, care of Hardware Age 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








SALESMAN 


To call on RETAIL paint, hardware, and building 
supply dealers. Our is masonry paint—the 
best made—and is nationally advertised. If you can 
sell, this is an exceptional opportunity to build «a 
real future. Excellent commission on new and existing 
accounts. Write in full. Confidential. 


Address Box H-4!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 30, Pa. 


SALES REPRESENTATIVES 


For new ‘‘Red Hot’’ garbage can stand .. 
retails at $1.88 with full jobber discounts. 
Excellent merchandising program. Shipped in 
display cartons. Appointments now being made 
all territories. Reply with details, refer- 
ences wage lines carried plus exact territory 
covered. 


Address Box M-43, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











FRANCHISE AVAILABLE 


Products never before offered on the market, te be 
sold te the construction, trucking, and autometive 
industry. All territories are now available. Give 

a complete resume of your background and territory 
wan are interested in. 


HUDSON T. MARSDEN MFG. CO., INC. 
645 Bechan Road, Rochester I!, New York 














EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbin; te houses, hardware distrib- 
utors and retailer Unique demonstration sells 
8 out of 10 on first ‘call, Address: Box A-22, care 
ef Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


SALES REPRESENTATIVES: Wholesalers 
of Plumbing Specialties and Manufacturers of 
Brass Compression and Flared Fittings mae cho — 
territories open. Line competitively priced. 
lished repeat business and many leads svailable 
in open territories. Apply—listing lines handled, 
experience and territory covered. Address: Box 
M-31, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


WE NEED AN EXPERIENCED REPRE- 
SENTATIVE for New England to sell our line 
of imported, guaranteed contractors’ tools to job- 
bers. This is a volume proposition. Address: 
Box M-48, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


SALESMEN CATERING TO HARDWARE, 











lumber mason dealers direct sales for manufac- 


turers agent excellent sideline, Upstate New York, 
North Jersey, New York City and Westchester. 
Address: Box M-35, care of Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


HARDWARE SALESMEN WITH FOLLOW. 
ING, calling on Hardware, Mason, Lumber and 
Garden supply dealers. Territories open in Con- 
necticut, Philadelphia and Eastern Pennsylvania 
area. Well known jobber stocking best tool, 
mason tool and garden lines. Excellent oppor- 
tunity for experien men. Address: Box M-24, 
care of ay i Chestnut & 56th Sts., 
Philadelphia 39, 








EXPERIENCED HARDWARE SALESMEN 
WANTED on exclusive basis to call on RETAIL 
outlets with imported tools, screw products, build- 
ers’ hardware. Attractive commission and good 
opportunity for the right man. Full particulars 
abeut your activities in first letter. Our lines are 
much in demand. Address: Box M-15, czve of 
Harpware Ace, Chestnut & 56th Sts., Ph .adel- 
phia 39, Pa. 





Accounts Wanted 








REPRESENTATIVES 


Covering all phases «f jobbers. Can render reliable 
aggressive service. We are national distributors with | 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Laouis- 

ville. We carry the account or you can bill direct. 


Street, Pittsburgh 22, Pa. 








Inquiries invited. WRITE ANCO Corporation, 7 











FLORIDA COVERAGE ONLY — NEWLY 
ESTABLISHED TWO MAN AGENCY, cover- 
ing Florida Hardware and Mill Supply whole- 
salers only, is interested in one or two nationally 
known and advertised lines of Hardware 1nd/or 
Electrical supplies. Thorough cover for a few 
good lines. Address: Box -45, care of Harp- 
naga Ace, Chestnut & 56th Sts., Philadelphia 39, 

a. 


LINE WANTED FOR TERRITORY OF 
MINNESOTA, North and South Dakota by 
manufacturer's aaa “ee A covering the whole- 
sale trade. Address: Box M-37, care of Harp- 
— Act, Chestnut & 56th Sts., Philadelphia 39, 

a. 


MANUFACTURER’S AGENT NEEDS ONE 
LINE to sell the Wholesale Hardware Trade in 
Eastern Pennsylvania, Delaware, and Southern 
New Jersey. bag h and regular coverage given. 
The Wholesale building material trade is also 
called on mr F. Sutphin, 3 Orchard 
Way, Yardley, Penna. 
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Consistent, Conscientious, Concentrated cover- 
age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We get results) 








CUBA 


Manufacturers’ representatives covering the 
whole country interested in adding plumbing, 
building and hardware lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 
samples. Commission basis. 


Address: Raul Rio, P.0. Box No. 4095, Havana, Cuba 











JUST HARD WORKING COVERAGE— 
ware and Mill Supply Jobbers. We know our 
accounts and desire to represent one additional 
manufacturer to round out our present efforts 
Can we represent you? Covering Eastern Penn- 


sylvania, South Jersey and Delaware. All or 
part. 
Address Box M-47, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 39, Pa. 








WANTED 


Salesmen seeking a quality, 
brush line. Must have following among whole- 
sale and retail trade Liberal commissions, 
protected territery. Give details regarding ter- 
ritory covered, background, references, etc. 


Address Bex M-40, eare of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39. Pa. 


competitive paint 











Manufacturer Representatives | 


Herd- 





FLORIDA * GEORGIA ALABAMA, One | 
of the top ten representatives in the above area 
desires one additional line with major potential. | 
Complete, frequent and aggressive coverage of | 


Wholesale Hardware Trade. Top 
a producer. Address: Box M-33, 
waRE Ace, Chestnut & 56th Sts., 
Pa. 


references as 
care of 
Philadelphia 39, 


ACCOUNTS WANTED: NORTHERN 


Harp- | 


CALIFORNIA. Starting out soon as manufac- 
turer’s agent. Excellent sales record with jobber 
last eight years. Age 35, ambitious. Plan to | 


call on Hardware distributors and building supply | 


dealers. Especially interested in builders hard- 
ware and related lines. Address: Box M-39, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 


delphia 39, Pa. 


BY 


WANTED 
RESENTATIVE hardware and plumbers items 
exclusive in state of Florida. Address: Box M-41, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 

MFRS. REP. CALLING ON Hardware job- 
bers in New York and New Jersey wishing to 
augment present earnings. We have two na- 
tionally advertised lines @ 7% commission. Many | 
accounts now buying. Address: Box M-38, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 

WANTED LINES FOR Hardware, House- 
wares, and Variety Jobbers—also Chains. John 
T. Webber, Mfg. Reps. P. O. Box 453, Evanston, 
Illinois (Suburb of Chicago). 


MANUFACTURERS REP. | 





Help Wanted 








SALESMAN WANTED 


Leading manufacturer of mechanics hand tools for 
hardware and automotive trade has exceptional op- 
portunity for an experienced salesman located in New 
England area. Good salary plus incentives and ex- 
penses. Job requires sales ability, hard work, regular 
traveling. Send resume including salary requirement 
Interviews to be arranged in area in near future 
Address Box M-42, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Builders Hardware Salesman 


for well developed territory in Chicago and 
vicinity. We want a high calibre, experienced 














mon. Good salary and bonus. Write full 
details to 
JOHN STERLING CORPORATION 
RICHMOND, ILLINOIS 
GENERAL MANAGER: Can you take over 


complete operations of a long established Hard- 
ware firm, Retail and Wholesale? Are you a 
sound, alert, energetic, merchandiser with un- 
swerving ambition and an eye to the future? If 
so, send complete resume in confidence. DATCHE’ 
ADVERTISING CO., 710 N. 12th Bilvd., St. 
Louis, Mo. 


HOUSEWARES BUYER FOR LARGE DIS.- 
TRIBUTOR. Young and vigorous with proven 
judgment. Must have current experience in buy- 
ing, pricing and merchandising large housewares 
department. Compensation comparable to ability. 
Good working conditions. Replies treated in con- 
fidence. Address: Box M-23, care of Harpware 
Acer, Chestnut & 56th Sts., Philadelphia 39, Pa. 





Business Opportunities 








Sell Florida Hardware Store 


Located rapidly expanding southern East coast 
waterfront area of Florida. Long lease or 
purchase option on valuable building. Middle 
five figure. Same location over fifteen years. 
No broker fee. 
Address Box M-19, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











“HARDWARE BUSINESS LOCATED IN 
SHOPPING CENTER—Northwest Florida City 
of approximately 35,000. 
beautiful beaches. New business. started 
November, new merchandise, new fixtures. 
ness growing. 
renew. Stock and fixtures approximately 
000.00 ccensists of hardware, houseware, sporting 
gocds and paint. For particulars Address: Box 
K-30, care of Harpware Ace. Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


“FOR SALE—RETAIL 
Dutchess County, N. Y., handles hardware, paint, 


plumbing, housewares and tackle. Established 10 


Bust- 











Near the World’s most | 
last | 


Lease on building with option to | 


$25,- ) 


HARDWARE STORE, | 


years. Inventory fixtures, shop and modern | 
apartment $24,000. Opportunity for plumbing, | 
heating and electrical contracting. Sacrifice be- 
cause of illness. Address: Box M-30, care of 
Harpware Ace, Chestnut R 56th Sts., Philadel- 
phia 39, Pa. 

SPECIAL TRIAL gps ene hel One-Half 


dozen of each of our 50 most ular brass key 
blanks—$15.00. HAZELTON . IAIN CO., 81 
Kemble St., Roxbury 19, Mass 





IF YOU SELL PET SUPPLIES 


and pet equipment, you can profit by subscrib- 
ing to THE PET DEALERS, the largest busi- 
ness magazine for pet shops and pet supply 
depts. Special Introductory Offer: Send $3 
for 1 year subscription (12 issues). Complete 
refund if you cancel within 3 months. 


THE PET DEALERS 
Dept. H, 9 East 38th Street, New York 16, N. Y. 








RETAIL EXPERIENCE NEEDED 


Hardware firm needs operator with retail hardware 
experience to furnish about 25% of the capital necessary 
to set-up retail operation in Louisiana. You will be 
the General Manager, we will furnish 75% of the 
capital, ete Experience in Louisiana desir- 


very 
able. We have excellent location, and ready to build 
Address Box 


M-22, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 


WANTED SPECIALTY 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a com- 
plete fastener line that will fit in with your 
present operation. Write us for details. 

NC. 


SHARON BOLT & SCREW CO., 
ENDICOTT ST., NORWOOD, MASS. 

















FOR SALE 


irrigation supply and 
in Southern California. 
Finest climate 


light hard- 
Town 
in 


Good small 
ware business 
of - a 20,000. 


U A. Reason for selling—want to retire 
and eo it. Inventory approximately $25 
000. Building $15,000. Will sell or soa 


building. 


Address Box K-35, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CHOICE MODERN RETAIL HARDWARE 
FOR SALE in Northern New p guee Corner 
building 25 x 100, well establishe neighborhood. 
Completely equipped new M & D Fixtures. Stock 
$25,000.00, turnover $60,000.00. Reasonable rent, 
six room apartment with store, long term lease. 
Present owners entering larger business. Address: 
Box M-34, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 

FOR SALE: Very active small Hardware Store 
handling hardware, paint, housewares, and sport- 
ing goods. Good downtown Iccation Jamestown, 
N. Y., the shopping center of the Chautauqua 
Lake region. Will sell complete, or just the 3 
year old fixtures. Very favorable lease available. 
Address: Box M-21, care of Haroware Acz, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


HARDWARE- APPL LANCE retail store. Estab- 
lished for over 40 years. Located in central 
Calif. in main shopping area. Clean stock of 
Ss sie housewares gifts and paints with fran- 
chises on brand name appliances and television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,900. Sacrifice 
sale at well below cost due to age and ili health. 
































For details Address: Box M-26, care of Harp- 
WARE Ace, Chestnut & 456th Sts., Philadelphia 
39, Pa. 
ese 
Positions Wanted 
EXPERIENCED HOUSEWARES AND 


HARDWARE MAN seeks to make a change. 
Ten years in the field selling to wholesale and 
direct accounts. Do you need a good man to 
handle your complete operation in F ace a Cali- 
fornia? Address: Box M-36, care of Hagpwaaet 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





NEW FROM THE MAKERS OF WEEDEZ WONDER BAR 


weedeZ wu: 


BROADLEAF W 


D998 vera 


JUST.A TOUC 


IS A KISS OF 


H OF WAX TIP TO ANY 
DEATH! 


EED 


* Sti 


=R STIK § 
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ALWAYS SELL GENUINE 


MOLLY 


v \m. 


Oy 
\ ee 








2 Steady Sellers 
for over 
20 years 
6-in-1 | 4-in-1 4 
Set Set 


Every household needs a set 
Order from Your Jobber 


or write for prices to 


GAM Manufacturing Co., Lancaster, Pa. 














| Ajax Wire Specialty Co..... 119 
_ American Biltrite Rubber Co. 22 





NEW! senvice 


CASTERS ~ 


Faultless 


e New Display catches attention — 
sparks impulse buying 
e New Carded Casters sell 
do-it-yourself uses 
Get this all-new Display with select- 


ed Carded Casters that fill 80% of 
customer needs. Ask your Jobber. 


FAULTLESS CASTER CORPORATION 


Evansville 7, indiana «+ Representatives in Principal Cities 











instead of “Piece-Meal” 


Here’s modern merchandising in staple, 
small-unit merchandise. Save extra 
handling ... build up the sale automat- 
ically. Washers are pre-counted, ma- 
chine-packaged. Only Wrought Washer 
makes KLIP-PAC! All standard sizes, 
3/16” to 5/8” ID 


ORDER FROM YOUR JOBBER. 
WROUGHT WASHER MFG. COMPANY 


The World's Largest Producer of Washers 
2218 SOUTH BAY STREET . MILWAUKEE 7, WISCONSIN 











YOU'LL SELL MORE 


PARKS cca 


(White Pigmented Shellac) 


WON'T "SETTLE" OUT 
REDUCES SPATTERING 
SEALS, PRIMES, KILLS 

STAINS BETTER 
DRIES FASTER 


5-Gals. — Gals. — Qts. — Pts. 
FREE SAMPLE—TEST IT YOURSELF 
By the makers of PARKS Quick-Drying SHELLAC 


THE PARKS COMPANY 


23 Mein Street Somerset, Mass. 








SALES CENTER| 
LE 
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Pittsburgh Plate Glass Co. 


Store Front Div. ......... 63 
Plumb, Inc., Fayette R. .... 21 
Pluto Import Co. ee ae 
fe) 

Quiek Mfg. Co. .......... 33 
R 

Ridge Tool Co., The ....... 86 
S$ 

S-K/Lectrolite Tools ....... 65 


Samson Cordage Works ..._ |! 
Sharon Bolt & Screw Co.... 105 
Sheffield Bronze Paint es 83 
Shelby Spring Hinge Co.... 102 


Shelton Tack Co. ..... 88 
Sherman Mfg. Co., B.. 26 
Simonds Saw & Siel Co. .. 8 
Simonsen Industries, Inc. ... 113 





Slaymaker Lock Co. 
Smith & Sons, Inc., Seymour. 107 


United States Steel Cyclone 


Fence Dept., Amer. Steel 
i PR ei as oo ss 34 
Utica Drop Forge & Tool 
oe nile ohana ae 22 
Ww 
Weedez Corp. ............ 117 


Weedmaster (Western), Ltd. 117 | 


Weller Electric Corp. . 
Wen Products, Inc. 
Wessel Hardware Corp. .... 93 
Western Auto Supply Co.... 35 


.... 78-79 


White Metal Rolling & 
Stamping Corp. ......... 82 
Whitney Seed Co., Inc. .... 30 
Wissota Mfg. Co. ......... 112 
Woodhill Chemical Co. .... 113 
Worthington Co., George, 


Wright Steel & Wire Co., 
6. F. 


Y 


Yale & Towne Mfg. Co. 
Lock & Hardware Div. ... 89 


Zz 











SPRINKLERS 








HARDWARE AGE, NOVEMBER 20, 1958 
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“UTILITY” 





“DE LUXE’ 


prime condition . . 
wipers, 
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CLEANING OU 


Sell ou Sight! 


Display Them on Your Counter 


Everything a man (or woman) needs to keep his guns in 
. famous Hoppe’s No. 9 Solvent, oil, 
nylon bristle brush, 
instructions! All in a beautiful redwood chest 
$3.50 retail) . . 





. or in ao sturdy jreen-enameled steel 
(Utility: $3.25 retail). 
‘round... 









the BIG name 
in Gun Cleaning 









cleaning rod, 
(Deluxe 


Fast movers the year 
“naturals” for gifts! Display 
them and watch them go! 


FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 


ASK YOUR 
JOBBER 


FOR HOPPE’S | 











World’s Largest 


Producer of 
Brass Padlocks 





The Most Dramatic 


PADLOCK PACKAGE 


in the world... 


olaymaker 


Sela Ga ase 


LANCASTER, PA. 














SPRING ASSORTMENT 1 @ 


FOR ONLY 











AJAX No. 750 — Consisting of: 


* METAL 5-DRAWER CABINET 
* 1,000 SPRINGS (#1 to #100) 
* METAL DISPLAY with SPRINGS 


Brings You at Retail 
$212.45 Gross Return! 
Order Now! 


{F.O.B. N. ¥.C.) 
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STICKLEBACK SELLS —SELF SERVICE—STICKLEBACK SELLS 


TICKLEBACK: Dri 


F 
i 





Builders’ Hardware of Proved Performance 


Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
builidng trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 


‘ MANUFACTURING 
Wy onl COMPANY ||. LNS 


om \ New and profitable seller! 
THERMO Wwe emt 


52.98 


U.S. PATENT NO 2.709.074 Cenede Pot Pend. Ne 670.4699 


oe 8 
dail tallialva 5 SIMPLE TO INSTALL! Interlocking sides space FINS 
4 evenly along pipe, align them yoy 


piece on one half FIN fits vnte hole in com- 


2 Small metal 
4 ion half. When pressed over by pliers, FINS are securely 
FOR ALL EXISTING HOT WATER : joined and bonded te pipe. <a a suite BO 
“ en wherever itie en 
AND STEAM HEATING SYSTEMS. : - sented without the expense of radiators, heating experts 
umbers. One box of THERMO-FINS makes one lineal 
tot, agen = ng gag Bye yp ag ye & = 
$s us n home 
gives up to 700% more heat see turns heating soehome. Made of bigh-erade yp B- steel. 
Ask your wholesaler for them today or write us fer 


existing pipes into radiators in minutes! complete information. 


LANCASTER ENGINEERING COMPANY 
470 Main Street Clinton, Massachusetts 


Genuine a 
Original DOMES o SILENCE 3 ae . 
INSULATED RUBBER CUSHIONED GLIDES : ee 


>! . 
Wonderful for all WOOD and METAL Furniture roe . 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either %", %" or '"* DOMES. DOMES have 
needle point nail. Case hardened steel, burnished nickel plated mirror 
on a 3-Color Card finish. 


6 SIZES: %", %", I", Both Container and Cards in 3 COLORS 
11/16", 1%", 1%". 


Ask your Jobber or write— ROBERT E. MILLER & CO..1NC., 35 Pearl St., New York 4, N. Y. 





ce MEW woomz-rrcx | O°“ 


"Am Easy Sale Every Time” } @) $1.60 


bait Ask Your Jobber. Or Write 
TEC IMPORTS 
saw 15001-03 Califa 
Van Nuys, California 


STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 











i= SELLS—SELF SERVICE—STICKLEBACK SELLS 
STIIS MOVEITIOUS—IDIAUIS J13S—STIZS AOVEITNOUS 


























HARDWARE AGE, NOVEMBER 20, 1958 










A small mint in less than 





















2 sq. ft. of floor space! 
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Dog Chains | 


You'll sell more dog chains ...and sell them faster... with 
this compact and colorful display. 67” high, dog owners can’t 
miss it. They'll stop to examine the chains, handle them to 
get the feel. Their quality is immediately apparent. Result: 
more impulse sales for you, more sales set up for the future. 
You'll get the fastest possible turnover ... with this attractive 
merchandising display and starter set. 
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Here’s how starter stock pays off 


BOP OH OM OM AH 


- 


‘& Ch ELST 


Returns, atretail . . . . . $36.60 


(at suggested resale prices) 
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Dealer's cost, complete . 





DEALER’S PROFIT 


(Prices subject to change) 


ge Sar a a 


— 


36-piece starter stock includes a balanced assortment of fast- 
selling, brightly plated Dog Leads, Choke Chain Collars, and 
Exerciser Chains. You can order individually packaged refills 
of any item, at any time, through your distributor, to keep 
your stock complete and working for you all the time. 
(Shipping weight, complete with display stand, 23 Ibs.) 


ee 


Complete with 36-Piece Assortment 
and Display Stand 
HODELL CHAIN COMPANY 


A certain sales-maker. Requires only 15” x 18” of floor space. CLEVELAND 3, OHIO 
Brightly colored sign and sturdily constructed, well-balanced 
stand made of quality bar steel stock, weighs 7 Ibs. One screw 
assembly. Plenty of room on racks to display biggest items. 


Write for Illustrated Catalog Sheet Noti Ona yf 
Order From Your Hodell Distributor exrevrrre/ 


Division of National Screw & Mfg. Co 


ee 





MIRRO 
Hot and Cold 
Server 


Holds 2 quarts of hot 
or cold food or liquid, 
2 trays of ice cubes. In- 
sulated to maintain 
temperature for hours. 


$9.95 Retail 
(West, 10.95) 





MIRRO-MATIC HEAT 
CONTROL AND CORD 
fits both Fry Pan and 
Dutch Oven... $5.50 


a, Ae 
: y te MIRRO 

ic LOvistmas gf Fin 

, Percolators 
8 Companion to the full 
line of MIRRO Gold 
Band Waterless Cook- 

Gift Market... oo 2 


8-cup, $5.45 Retail 
(West, 5.95) 


6-cup, $4.95 Retail 
(West, 5.45) 


...and it’s YOUR market as a MIRRO dealer! Get 
ready for it now, with full stocks, smart displays, and local 
dvertising tied in with MIRRO’S national magazine mnie 
advertising tied in with national magazin iis ane 
promotion of these specially selected, top-ticket gift tnteccted inner tem 
items! The money’s there, just waiting to be made. ; cove, “Stamless Ste 
. : ail handle. x84" 
And MIRRO means more, in eye-appeal, $4.95 Retail 
buy-appeal, and welcome, proved acceptance. . y Te HOS) 
a e > 


Federal Tax included on all electrical items. 


your beat buy... 


MIRRO Cocktail Set 


Gold Suede-Tone Alumilite. In- 
BUY FROM YOUR cludes l-qt. drink mixer, \%- 


1%-oz. double-end j , and 

MIRRO JOBBER . U 1% = e-end jigger, an 
t : $4.95 Retail 
NOW : 49S tet 





